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‘than ever to 
ere’s a fnew Pushbutton 
type which locks with’ Ppush of the button on 
inside knob, unlocks whe: id ob is turned or door 
closed, or the Turnbutton type, which locks both knobs 
with a quick turn for that extra assurance of privacy. 
All Dexlock features — standard Dexter boring. 
Write for literature on Dexter’s complete line of resi- 
dential hardware. 


DEXTER LOCH DIVISION 
Dexter Industries, Inc. e Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Galt, Ontario « In Mexico: Dexter Locks, Plata 
Elegante, S.A. De C.V. Monterrey. Dexter Locks are also manufactured in Sidney, 
Australia; Milan, Italy and Porto, Portugal. 








Mortite Weatherstrip now comes in 
new eye-catching, speedier-turnover, 
faster-profit packages! 


Here it is . . . redesigned for more sales with Mortite.. . 
the new BARGAIN BOX! A real bargain-buy for your 
customers—the famous, nationally advertised ‘Fingertip 
Weatherstrip” —90 feet of the finest weatherstrip 

money can buy. Enough for a full half-dozen windows 
and it sells for only $1.39 per box. 


DEALER PRICE—ONLY $11.12 

That’s list less 3314. Shipping wt. 25 Ibs. 

12 BARGAIN BOXES in each Dealer Carton. 
Newer, bigger profit. You sell for $16.68 
THAT'S $5.66 PROFIT FOR YOU! 


Completely new and created especially to step-up 

impulse purchasing—the all-new, individually 

packaged JUNIOR BOXES. 12 boxes in each 

Mortite Counter Display Unit. Attractive, 

self-selling, plenty in a box to weatherstrip any 

average window—and at only 29¢ each retail, 

they'll go like wildfire. 

YOUR COST—ONLY $9.28 

List less 3314 of course. Shipping Carton contains 

48 Individual JUNIOR BOXES packed 12 

boxes to a Counter Display. Shipping wt. 16 lbs. 

Order by Cartons of 48 only. You sell at 29¢ 

for a total of $13.92 AND THAT'S $4.64 JUNIOR BOXES 
PROFIT TO vou! Stock No. JR-48 


WHAT’S NEW WITH YOUR 
MONE ¥ “MAKING FRIENDS 














BARGAIN BOX 
Stock No. B-2 


Foamflex doorstrip now 
comes in a new improved design that's 
more efficient than ever! 


Notice the exclusive, new “Offset” feature —— 
It adds new security—presses against the door 
stop for the most perfect, airtight seal you’ve ever ? 
seen. New wrap-around label tells and sells. 
Simple instructions in every FOAMFLEX 
package give easy, step-by-step information. 
Anyone can weatherstrip a door in 10 minutes! 
RETAILS FOR $2.29 
Your customer gets everything he needs to 
weatherstrip a door—even the nails. You get a 
handsome 12-Unit self-selling, Display Carton 
that takes only inches of floor space. YOUR 
COST, $18.32... YOU SELL FOR $27.48 
AND YOUR PROFIT IS... $9.16 
For complete information and 


name of nearest jobber, write to 


Remember ... you can DOUBLE-SELL!. . . Every purchaser of 
one Mortell Product can be sold the other by simply calling it to DL] 


his attention. Ye , | ¥ iortell 
; FWZa company 
506 Burch St., Kankakee, Illinois 


MORTELL WEATHERSTRIPPING... NATIONALLY ADVERTISED 
FOR OVER 18 YEARS! 
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EVEN A FULL package, containing 
four rolls of full-thick Johns-Manville 
Fiber Glass home insulation, weighs 
only 20 lbs. No lift trucks required. 
No need to worry about floor loads. 
Because of its extreme light weight 
and resiliency, J-M Fiber Glass home 
insulation can be packaged at high 
compression. The compressed, light- 
weight shipping packages take up 
only 44 of the space of other types of 
insulation, 


In addition to cost savings in stor- 


"0 x 15’ 
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It’s child’s play... 


to handle enough 


Johns-Manville Fiber Glass 
Home Insulation for an average ceiling* 


age and handling, J-M Fiber Glass 
insulation takes up less space on your 
delivery trucks. Plenty of truck room 
remains for other building materials. 
You also enjoy extra profits from a 
fast inventory turnover. No other 
home insulation offers a greater com- 
bination of profit possibilities for 
building supply dealers. 

For further information see your 
J-M representative or write: Johns- 
Manville, Box 111, New York 16, 
N. Y. In Canada, Port Credit, Ont. 


Jouns-ManviLtie Jj) 





JOHNS -MANVILLE 


RODUCTS 
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WHAT IS “DSC”? This __ insignia 
above, which you'll see used with many 
articles in A.L., is a symbol for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building, re- 
modeling, farm and commercial markets. 

When a dealer controls his sales, he 
performs services for either contractor 
or consumer, assuring adequate profit 
on materials and customer satisfaction. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
and specifications controlled by the deal- 
er. 

As the DSC principle grows, every 
segment of the building industry will 
benefit. There will be more building 
and remodeling; creative selling of qual- 
ity products; stable distribution and 
customer convenience through one-stop 
retail showrooms and stores. 

During the coming months you will 
see dramatic evidence of DSC in Amer- 
ican Lumberman. Topics to be covered 
include land development by the dealer; 
building companies controled by the deal- 
er; fabrication of trusses and other com- 
ponents by the dealer; control of the 
home improvement market by the dealer. 


Something to 
Think About .. . 


A do-it-yourselfer in a large Ohio city 
told us this true story about buying a 
pocket door frame for his own installa- 
tion: 

“The first dealer I visited is one which 
advertises heavily in the paper and 
which has a big store. They suggested a 
branded product at $27.50. 

“This seemed high, so I went to an- 
other dealer. He offered the same 
branded product for $19.75. 

“Then I decided that if there was 
such a difference in price between 
two dealers, perhaps a third dealer might 
be even lower in price. Sure enough, 
I drove out to a highway yard and the 
on product was offered for only 

15.9 


“Needless to al I wrote a check on 
the spot,” he said 

All dealers were conventional yards, 
not strictly cash-and-carry or consumer 
yards. 

It is easy to guess which dealer was 
probably losing money on his sales; 
which one offered a good value with 
a reasonable profit and which one was 
literally gouging the public. 

The customer, by the way, said he 
will never return to the first yard, even 
though he had been attracted by its ad- 
vertising and its better displays for sev- 
eral years. 
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made far each other 


YOUR VAST MARKET 
NU-TREND’S NEW PRODUCT 


“SELF-INSTAL” .. FULL INCH 
EXTRUDED ALUMINUM LUXURY 
COMBINATION STORM DOOR. . 


Packed in individual . . . easy-to-carry Package 


Anybody... but anybody!. ..who 
has a doorway...a screwdriver 
...and ten minutes... can install 
NU-TREND’S DOOR at savings UP 
TO 33-1/3%. 
“SELF-INSTAL” is the combination door 
that...”Obsoletes” costly installation 
experts . . . Guarantees complete weath- 
er protection forever ... Features every 
expensive custom improvement. 

Instant insert Changing 

All accessories 

Vinyl Bottom Sweep 

Full length aluminum extruded hinge 


Re-enforced corners 


Completely weather stripped jamb 


While they last! { Va\uable . . . Dramatic . . . Space- 
Saving ‘’SELL-APPEAL’ POINT-OF-SALE DISPLAY . 

Worth $10.00 will be shipped no charge . . . promptly 
upon receipt of your first order for ONLY SIX “’SELF- 


INSTAL” DOORS. 


Learn all about “SELF-INSTAL” Profits for you! Mail 
reply TODAY! We'll rush the whole story to you. 


GENTLEMEN: 


Have representative call 
“! Send literature 
/ Reserve Display for us. 


NAME___ 
ADDRESS__ ALUMINUM PRODUCTS CORP. 


CITY 
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Plastic components or 2x4's? 


Masonite’s announcement in our June 8th issue that they will market 
the Koppers foam plastic wall panel has far-reaching implications. Many 
feel that this could be the long-talked about break-through needed to 
drastically lower homebuilding costs. 

Traditionally, homes have been built for centuries by sawing, fitting 
and nailing lumber on the job. More recently, prefabrication and com- 
ponents have entered the picture, but the resulting savings have been far 
from striking. Land and financing, for example, play a more important 
role in building prefab volume. 

To understand the excitement of those close to the Koppers panel, it 
must be understood that for the first time in history structural strength 
for a wall panel is manufactured on the spot in a factory. 

A Koppers wall component is fabricated by placing siding and in- 
terior finish in a form. The void is filled with a plastic foam and then a 
catalyst is poured over the foam bonding the exterior and interior finish 
to the core, which now has become load bearing. Aside from load-bear- 
ing strength, the core also has insulating value. 

Masonite has made its decision. They see a future for plastics imag- 
inatively combining it with their own fast-growing line of hardboard 
specialties. Considering Masonite’s strong dealer and consumer accep- 
tance, it is anticipated that successful marketing will eventually be ac- 
complished. 

But this is just one side of the picture. Koppers panels can be faced 
with almost any material—plywood of all kinds, particle board or 
aluminum, for example. We understand that producers of most of these 
materials are now carefully studying the possibilities of plastic wall 
components. 

While the costs of panels are a well-kept secret, it is reasonable to 
anticipate that they will in time be most competitive. Not at first per- 
haps, but as volume increases the costs could drop sharply. 

We believe this will be so for many reasons. Interior and exterior 
finishes, for example, in time can be purchased by the carload at bed- 
rock prices on long-term contracts. 

Lumber will be eliminated and replaced by plastic with enough 
strength to exceed FHA and other standards. The product itself elim- 
inates fitting and applying insulation. Long-range plans call for factory- 
wired panels handling both lighting circuits and electrical heating. Fi- 
nally, in theory at least, the panels could be produced by automation 
with relatively unskilled labor. 

On the job, the panels make it possible to enclose a house in a matter 
of days. They also can be employed satisfactorily and safely for roof 
supports. All technical problems have been solved or are now being 
worked out. 

Aside from fast erection time, remember we are talking about panels 
largely prefinished. The exterior may be primed but complete finishing 
is possible. Interior finish will be factory-applied ready for the home- 
owner. Interior partitions, not with plastic core, but prefinished surfaces, 
will be part of the sales package. 

Prefinished products are already available for floors, ceilings and 
other parts of the house. Kitchen cabinets, for example, now come com- 
pletely finished, ready for installation with minimum labor on the job. 

Masonite will distribute their new panels through their established job- 
bers and lumber dealers. Before the products become available, it is ex- 
pected that an extensive educational campaign will be required with all 
trade factors. Once this is accomplished, advertising will begin to the 
consumer. 

This, of course, is predicated on modification of building codes and 
acceptance of the panels by VA, FHA and other lenders. Considerable 
work must also be done with unions to determine jurisdiction. 

When the track is clear, we anticipate that most dealers will decide 
to sell these new components. More house for less money will have ir- 
resistible appeal to potential home buyers, both young and old. Erecting 
homes will become both faster and easier, encouraging more dealers to 
build and sell homes at increased profit. It’s just one more step for 
greater DSC—Dealer Sales Control. 
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“EVERYTHING HINGES ON HACER J." 


C. Hager & Sons Hinge Mfg. Co. © St. Louis 4, Mo. 
In Canada, Hager Hinge Canada Limited + Kitchener, Ontario 


Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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NEW 
DEVELOPMENTS 


American Lumberman, July 6, 1959 


THE MONEY SQUEEZE finds builders with two-thirds of all their 1959 production 
now covered by firm, permanent financing commitments. This was dis- 
closed by the latest survey of NAHB's Builders Economic Council. 
Builders are scurrying about arranging financing for homes; now 
in planning or under construction without permanent take-outs. Results 
have been only fair. Excessive discounts are being demanded. The 
industry generally has been marking time pending the decision on the 
new Housing Bill. 


DELAYING THE EFFECTIVE DATE FOR MPS (minimum property requirements) has been 
requested by NAHB. A ninety day extension past the July 1 deadline 
was asked. Washington insiders feel the plea will be ignored, because 
FHA is convinced the advance notice was adequate. Hardship cases, 
however, will be considered carefully by FHA. 


SAN ANTONIO HAS VOTED DOWN PUBLIC HOUSING expansion in that city. The 
additional 1500 units would have cost $17 million, plus as the Lumber- 
men's Association of Texas puts it, "free schools, free garbage 
collection, free taxes, free police and fire protection for 40 years — 
estimated to cost $43 million. 

The city already had 4,800 units with a record for juvenile delinquency, 
proving that public housing does not solve this problem. San Antonio 
police report over 4,500 incidents involving teenagers in the past 

27 months. 


NEW PAINT CUTTING DOWN NOISE is described in the May issue of Paint and 
Varnish Production. An alkyd - latex, the paint contains sound- 
controlling granules said to reduce the noise level 13% over 
conventional flat paint. 


RECORD MAY FOR SAVINGS & LOANS increased net savings 20% over the same month 
of 1958. Home loan volume climbed about $1.4 billion during the month 
or 42% above May '58. Loans for the first five months reached $6.1 
billion, 45% ahead of last year. 


INCREASES BY LUMBER DEALERS in April lead all other retail categories. 
Volume jumped 24% compared with April last year. Other industries 
increases =- grocery, 4%; drug stores, 8%; hardware, 9%; department 
stores, 9% and auto accessories, 19%. Variety stores were off 5%. 


NEW COMPETITION FOR HOME BUILDING is the fast-growing trailer business. The 
industry produced 46,000 mobile homes in 1949 . .. produced in 1958 
about 130,000 units .. . more than the entire prefab output last year. 
The target for this year is 150,000 houses on wheels worth at retail 


about $650 million. There are over 1 million trailers now in use. 


AIR CONDITIONING COSTS ARE DROPPING, thanks to improved engineering and volume 
production. The new rule-of-thumb for new homes is about $375 a ton. 
One ton is needed for every 600 square feet of floor area assuring the 
house if properly designed and well insulated. 
Average cost for older homes is about $450 per ton of cooling capacity 
for converting a heating system. Sears, incidentally, has a big drive 
on pushing central air conditioning for existing homes. 


DISPLAY AREAS FOR PACKAGE SELLING are appearing in more yards each week across 
the country. Most recent example is at Ebenreiter's, Sheboygan, Wisc. 
where the entire first floor is devoted to packages, excellent displays 
of all lumber, millwork and building materials. 

Before a fire earlier this year, Ebenreiter's used their first floor for 
hardware, paint and other low unit sales merchandise; package selling, 
building materials were in the basement. The new store reverses this, 
funnels prime store traffic by the package selling areas. Hardware and 
paint in the basement, is largely on a self-service basis. 
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He made a profit 

on his cement sales 
—but he could 

have made more! 


His profit would have been greater if 
he had sold American Welded Wire 
Fabric with his cement orders. His cus- 
tomers would have been more satisfied, 
too—American Welded Wire Fabric 
adds 30% to the strength of slab con- 
crete, but only 10% to the cost! Con- 
tractors, builders, and architects wili 
want reinforcement. You can supply 
it—and at a smart profit. 

We'll help you. American Steel & 
Wire is carrying on a nationwide adver- 
tising campaign to promote the sale of 





American Welded Wire Fabric to home 
owners, building contractors, and archi- 
tects. You can benefit from this 
campaign by ordering our free merchan- 
dising kit and promoting the sale of 
American Welded Wire Fabric among 
your customers. This kit contains ad 
mats, brochures, and direct mail pieces 
to help you sell this high-quality rein- 
forcement ... to help you make the 
bonus profit on every concrete order. 
Send the coupon today. 


USS and American are registered trademarks 


(ss) American Welded Wire Fabric 


American Steel & Wire 
Dept. 9167, 614 Superior Ave., N.W. 
Cleveland 13, Ohio 


Rush me a merchandising kit, today, that will help me make 
extra sales and extra profits on American Welded Wire Fabric. 


NAME 
FIRM eat 
ADDRESS___ 








American Steel & Wire 
Division of 


United States Steel 


Columbia-Geneva Steel, San Francisco, Pacific Coast Distributors « Tennessee Coal & Iron, Fairfield, Ala., Southern Distributors 
United States Steel Export Company, Distributors Abroad 
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THK | Quality Building Specialties 





Anodized Aluminum Wu-GARD Automatic 
Laan DOOR BOTTOM 


MAIL BOXES 


Up auto- N , DOWN snugly 
matically to neon against floor 
clear carpet to seal out 
easily when sa 3_/ drafts when 
door opens. tie on door closes. 


‘ : Here's the perfect automatic door bottom and draft 

700 Series Available in 5 ex- eliminator for ALL doors. Smartly designed with 
citing anodized silvery-satin finish—will not rust or tarnish. Furnish- 
finishes: gold lid ed in standard lengths—28”, 32”, 36”, 42” and 48”. 


on black box, 


FREe black lid on gold Extruded Aluminum 


pes. eae wd on é 

l y li . . . 

Engraved geri aw ra THRESHOLDS with Vinyl insert 
. | 


Name Plate with anodized alumi- 2," 








num lid and box. 


every box 





Each M-D Mail 
Box has a blank 
name plate. An : 
order form and : Pgs: ype j 3%" 

envelope cae To : This beautiful vinyl-type threshold is available in either Alacrome 
side the box. To a ' er Anodized Albras finish. Albras is a permanent anodized color 
personalize” mail ao, that will never tarnish—never needs polishing. Available 3%,” wide 
box, your custom- Be. by %” or 1” high or 134” wide by %” high. 








er returns plate to 


us for FREE en- : 
graving of name. ; ; 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass or 
aluminum. Standard lengths. Packed 
1 doz. same length to carton. 














M-D Mail Box Holder 
No. 44 for 4” x 4” 
wood posts. 


x 
oO e 








M-D Rural Mail Boxes are 
available in 4 beautiful life- 
time finishes that never rust or . 

tarnish. Albras (brass color), . Se aa” 
Albright (chrome bright), Al- : H M-D EXTRUDED 
black (black), and Alacrome DOOR BOTTOM ne 

(natural aluminum). Standard M-D Mail Box Holder HEAVY DUTY DRIP CAP 
No. | size. Approved by U. S. No. 150 for 1/2” Extruded aluminum and Extruded heavy duty drip cap—in 


abun : felt door bottom—in nat- natural finish or anodized finishes. 
Postmaster General. metal pipe. iGo tenet’ ieteies. 


























pee te 


’ 


P. O. BOX 1197 — OKLAHOMA CITY 1, OKLAHOMA 


Circle No. 7 on Handy Cover Card 





are 457 SELLERS “in the house 


_Numetal WEATHER STRIPS 


Pubs Sets for Doors 


AVAILABLE IN 
STAINLESS STEEL 
OR BRONZE 


This complete package unit means easier handling 
for you . . . easier installation for your customers. 
M-D Numetal door sets are available with regular 
door bottoms or with any M-D threshold. 





(md; ome ‘Up 
DOOR 
WEATHER STRIP 


EXTRUDED ALUMINUM & VINYL 
Made of sturdy, extruded aluminum 
and tough, durable vinyl. Perfect for 
wood or metal doors. Comes com- 
pletely packaged with necessary 
strip, nails, screws and instructions. 























ay. AWeway 
sane | WEATHER STRIP 


Fast-selling because it’s so easy 
to put on. This is the “original” 
coil metal and wool felt weather 
strip. Each individual carten con- 
tains one 18 ft. roll with nails and 
instructions. Packed 12 cartons in 
free display. 


Aluma-Slide 
sae | SLIDING DOOR Lista 


For Ys”, yy”, %”, /,"” 
or %4” sliding panels 
of glass, plywood, 
masonite, pegboard. 
Aluma-Slide alumi- 
num track sets can 
be used on any size 
cabinet. Fast, easy 
installation without 
special tools. In 
packaged sets with 
holes drilled, screws 
furnished and 
instructions. 
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CALKING & GLAZING 
COMPOUND 
AN (ik 


World’s best calking 
und available in 
is, with or without 
. hand —— 
. or 2 pt., 
qt. and gal. cans. -_ 
$-gal. and 55-gal. drums, 
gun or knife grade. 


Wu-Glaze 


You can use and recom- 
mend this glazing com- 
und with com 


confidence that it always ; GLAZING 


“stays gil Packed in 
fe Rt. Pt and qt. cans, Compound 
b., 50 bb., 


100 ib., 880 = 
lb. drums Ng 


_, 











ALERS Order arn? 
bE r order = - BUILDERS M-D Bree 
' M-D proc- Id natio 
promptly: onl sellers,  aewore. lumber an 


ar 
Seaondly advertised. building supply dealers. 


Shelf-Mounted 
. CLOSET RODS 


Here's a sturdy, 
extruded alumi-~ 
num rod with nylon 
hanger-glides 
that slide easily. 
Completely pack- 
aged sets, in sizes 
to fit all closets. 
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“Pas ARMER oe 
” 
17 magazines will carry 


4 97 ,000,000 Messages 


to your customers 
about M-D products! 
124 ads (some in 2 colors) will 


cover the line of M-D products and 
create store traffic for youl 





"RECORDS FAMILY ROOM 


where 
was my boss 
when 
that job 
came up? 





Be on the spot when opportunity 
knocks—use DODGE REPORTS 


Your pup can sniff out his opportunities, but you can’t. 
If you want the opportunity to bid on new construc- 
tion projects, you must get advance information. 

It’s easy when you use Dodge Reports! They’re 
mailed to you daily. They tell who’s going to build 
what and where — in your area ... in the types of con- 
struction you're interested in. You know at a glance if 


any given project is right for you. You know when 
bids (and re-bids) are wanted — and who you're com- 
peting with. 

If you do business anywhere within the 37 eastern 
states, let us show you how Dodge Reports can improve 
your operation and increase your profits... keep you 
ahead of competition. 


WRITE FOR FREE BOOK 


F, W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AL79 





Send me the book “Dodge Reports — How to Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


in the general markets checked below. 
([] House Construction ([) General Building 
[-] Engineering Projects (Heavy Construction) 


Area 





Name 





c 








tenes 


Address 





City_ 
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Now you can cash in on all the homeowners and builders in your | | 
area who are sold on aluminum insulating doors . . . but don’t = = 
like the time and expense of the usual installation! | — mn 
Packaged ready to install . . . with complete hardware . . . easily, im, 
quickly installed by the do-it-yourself homeowner! : 


YOUR CUSTOMERS WANT THESE GREAT FEATURES! 


@ 1” Door is pre-hung on full-length piano hinge in heavy Z-Bar frame... ' 
pre-drilled for quick, easy screwdriver installation! NEW SELF-ADJUSTING CLOSER! 
Features exclusive air-exchange 


@ Completely weatherstripped with wool pile for tighter closing, complete design! Never nevde adjusting. . . 

draft protection! , J 
never needs service . . . lubricated 

@ New modern Tulip Latch Set . . . New Fluted Kick Plate! for life! 

@ New Self-Adjusting Closer with slide bracket attached to mullion. Header MANUFACTURER'S 10-YEAR GUARANTEE 
pre-drilled for check chain. ON CLOSER WITH EVERY UNIT SOLD! 

THE SAME QUALITY DESIGN AND CONSTRUCTION THAT MAKES 

1 OUT OF 3 ALUMINUM DOORS SOLD IN THE UNITED STATES A ; Capitol S06 

CAPITOL DOOR . . . NOW WITH THE WANTED PRE-HUNG FEATURE! : -  @ SINGLE SOURCE 


Write today for complete information on New Capitol ‘‘Olympia’”’ A SINGULAR SERVICE 
Insulating Door Onv” ror att your 


CAPITOL PRODUCTS CORP., Mechanicsburg, Pa. ALUMINUM DOORS AND WINDOWS 
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For strong, lightweight sheathing... 
suggest WHITE FIR 





stays straight and flat while in storage and after placed in use 


WHITE FIR-—fine 5 ways for sheathing. In addi- 
tion to being strong and lightweight, White Fir has good 
insulating qualities and works and nails easily to make it 
an excellent lumber for sheathing. Any grade of No. 4 
Common or better develops more than sufficient strength 
to meet all accepted strength standards for wall or roof 
sheathings. 

White Fir furnishes you one of America’s most versa- 
tile softwoods. Carefully dried, it is readily adaptable for 
siding, framing, industrial uses, roof decking, architec- 
tural woodwork, paneling and mouldings. Because of its 
light weight and soft texture, it is economical to handle 
and work on the job site. Order White Fir from Western 


Pine Mills in straight or mixed carloads. 


A decorating idea that will sell more lumber . .. Western 
Pine Region woods finished in COLOR. Look for our 
advertising in home improvement and do-it-yourself mag- 
azines. It works for you. For more information write to 
Western Pine Association, Yeon Bldg., Portland 4, Oregon. 


Western Pine Association 


member mills manufacture these woods to high standards 
of grading and measurement... grade stamped lumber is 
available in these species 


Idaho White Pine * Ponderosa Pine + Sugar Pine 
White Fir + Incense Cedar + Douglas Fir + Larch 
Red Cedar + Lodgepole Pine + Engelmann Spruce 


Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 
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by key from outside 


Lockwood's DORGUARD prov 
securit {or ne whole 
ll children may rush to 
rr elder orn... = OF 20 
ne. DORGUARD permit 


Nn compiete 


DORGUARD can be furnished keyed alike 
Vandal Gholed.a\ delete Ma -t-ilel-sahal- | milolot.«-1-34-mr- bt alale) 


> ada: Modal- tae lm 


e homeowners 


e apartment owners 
tenants - motels « hotels 
merchant builders 


America’s finest 
Koh’ frotok-t mm a-S-shel-lahir-tmlelet.e-1-3 


LOCKWOOD 'R’ Series 


e Can be keyed alike with DORGUARD 


Here is double-barrelled sales appeal. .. the best-looking, 


best locking, easiest to install lockset in the low-cost field plus 
handsome, unique DORGUARD. And they can be keyed alike No. 572 decorative trim plate 
as oe ee ber of bi ie with Thunderbird Design ‘R 
singly, in pairs, or in any number of combinations. Series — 5-pin tumbler cylinder, 

allsteel mechanism,all functions. 


GET THE FULL STORY ON DORGUARD AND LOCKWOOD ‘R’ SERIES FROM YOUR DEALER OR WRITE DIRECT 


le Mom. @) meee» 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, FITCHBURG, MASS’ 
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The demand for white portland cement is growing! 
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Portland hite 
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94 Ibs. net 





























Stock and sell Atlas White ... the non-staining, white portiand cement that 
more builders, architects and manufacturers are specifying ... for precast concrete panels... 
terrazzo... stucco... faced concrete block... split block... reflecting curbing and markers 

.. swimming pools... reflecting floors... cold-glazed wall finishes . . . non-staining masonry 
mortar . . . screen walls .. . and many white or colored concrete projects such as patios... 
benches ... flagstones . . . sidewalks. Available in regular, air-entraining and waterproofed 
types. Complies with ASTM & Federal Specifications. Backed by a consistent advertising pro- 
gram in trade publications. For information, call the nearest Universal Atlas sales office — or 
write: Universal Atlas Cement, 100 Park Avenue, New York 17, N. Y. 


Universal Atlas Cement 
Division of 
United States Steel 


weG-! 


OFFICES: Albany+ Birmingham: Boston+Chicago+Dayton+ Kansas City» Milwaukee+ Minneapolis * New York« Philadelphia « Pittsburgh + St. Louis» Waco 
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BOOST YOUR PROFITS 
PROMOTING NEW USES FOR 
SIMPSON REDWOOD PLYWOOD 


Ideas like this unique storage wall, featured 

in Simpson national advertising, will stimulate 

your sales of Simpson Redwood Plywood, 

plus sales of hardware and other 

related items. The deep-toasted V-grooves 

create a rich, random planked effect and disguise 
door edges. Increase your Redwood Plywood sales— 
emphasize its functional value and unsurpassed 
natural beauty! Ask your Simpson Lumber 
Distributor about Simpson Plywood soon. 








RELY ON SIMPSON FOREST PRODUCTS 


Forestone is designed especially for 
homes and blends handsomely 
with any interior decor. 


cy 


Is) 


veossNOISE CONTROL.,..... 


and efficiency. 3. Exclusive Biotox protection 
against mold, mildew, dry rot and termites. Avail- 
able in easy-to-apply 12” x 12” and 12” x 24” tiles 
or labor-saving 2’ x 8’ roof deck panels. Check with 
your Simpson distributor for full details. Simpson 
Logging Company, Shelton, Washington. 


can bring you extra profits. Progressive Builders, 
Architects and Do-it-yourselfers realize the multiple 
advantages of effective noise-control. Only Fore- 
stone* acoustical ceiling material offers them this 
combination of advantages: 1. Exceptional beauty 
with repaintable deep-fissured surface. 2. Economy 


RELY ON 


Fonestone. 


*Reg. U.S. Pat. Off.—U. S. Pat. No. 2,791,289 
The original fissured woodfiber acoustical tile. 
Mail coupon, back of next page, for free 24-page Acoustical-Insulating Board Catalog. 





FOR BETTER BUILDING... BETTER LIVING!? 





Ss -fold doors . 


packaged for profits! These handsome Simpson 
door units feature exclusive McKinney spring 
loaded pivot brackets which self-adjust doors to 
_ fit tightly and eliminate gaps. Your builder and 
do-it-yourself customers can install them in a 


jiffy with only a screwdriver. Available in 


Available packaged and pre-assembled 


for faster sales, 
greater profits! 


widths from 2’ to 8’. Louver doors in Philippine 
Mahogany and Douglas Fir, Flush doors in 7- 
ply hollow core Lauan, Sen and Birch. Available 
with or without hardware. For full informa- 
tion, see your Simpson Distributor, or mail cou- 
pon on back of this page. 


Simpson Logging Company, 2301 N. Columbia Blvd., Portland 17, Oregon. 


© Weenies 
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Taal els R 1 be siding offers your cus 
t er nsulation, greater durability, easie 
paint ty and more natural*beauty than most 
[ ised sidings Recommend easy to 
paint, easy to work, vertical grain Simpson Cert 


filed Kiln Dried Redwood. Ask your Lumber Surf 


Tankelaaat-h4lelamm Gilat: 1a6-mr-lelemm le lore) 


For The Home 


The natural beauty and durability of 


Simpson Redwood is a “natural” for faster 


sales, greater profits! 
é 
J 
olit=am ie) meal li mel = @-Jit-ur~) 10a) o)-10]ama4-10 1101010 @olanl ore 1 
Arcata, California. Mail coupon on back of thi: 
page for free Redwood Grade Book, Redwood 


Booklet Redwoc 

















SIMPSON, 1073D, WHITE BLDG., 

SEATTLE 1, WASHINGTON 

Please send me FREE information on the following products 
as checked: 

(_] Doors ] Acoustical and Insulating Board 

a Redwood Plywood 


Name 
Company 
Address ‘ 


Clppedtrom— i st—“‘CO™CS Magazine 


ASSEMBLY LINE DETECTIVES CHECK 
AND RECHECK SIMPSON QUALITY 


Simpson building products are checked and 
rechecked through every phase of manufacture to 
assure consistent high quality. Special equipment 
evaluates Simpson products for tensile strength, 
glue bond, water absorption, paint adherence, 
light reflection, rigidity, weathering characteristics 
and other factors. Continuous research, systematic 
testing and product improvement have made the 
slogan, “Rely on Simpson,” a byword for quality 


building materials. 


... the name to build with...... 


ACOUSTICAL PRODUCTS 


Forestone woodfiber tile 
Random Drilled woodfiber tile 
Standard Drilled woodfiber tile 


Bifold Doors (Fiush and Louvered) 

5-ply Hollow Core and Solid Core 
Flush Doors 

7-ply Hollow Core and Solid Core 
Flush Doc 

Stile and Rail Doors 

(Sash - Panel - French - Screen - 
Entrance - Louver - Jalousie 
Garage) 


HARDBOARD PRODUCTS 
Standard Hardboards 
Tempered Hardboards 
Speciality Hardboards 
Smooth surface Hardboards 
available prefinished 


REDWOOD LUMBER 


Siding, bevel and bungalow, plain and 
rabbeted 


Tongue and Groove and shiplap joint, 
available with square edges, eased 
edges and V-joint, 3/32 V1S, 
1/4V1S 


Shiplap joint, Boston pattern Rustic 


ENGINEERED WOOD PRODUCTS 


Wood Tanks, Pipes and Scrubbers 


Industrial plywood products 


INSULATING BOARD PRODUCTS 


Decorative Tileboards and Plank 
Building Boards and Waliboard 
Asphalt-impregnated Building Board 
Sheathing (Asphait-Impregnated) 
Super-Strong Sheathing 

Roof Insulation 

Asphalt-impregnated Roof Insulation 
Shingle Backer (Asphalt-Impregnated) 


OVERLAID PLYWOODS 


Medium Density Overlaid Plywood 


High Density Overlaid Plywood 


Rotary Fir and Rift Grain Fir 

Fir Shadowood, Plyweave and Striated 

Plyron and Texture 1-11 

Figured Grain and Rift Grain Redwood 

Redwood Shadowood, Rusticwood and 
Plyweave 

Figured and Ribbon Grain Philippine 
Mahogany 


Birch, Oak and Knotty Pine 


ROOF DECK PRODUCTS 
Forestone Roof Deck 

Standard Drilled Roof Deck 
Planked Golden Hemlock Roof Deck 
Tapestry White Roof Deck 


Litho in U. S. A. on Simpson 100# Premium C2S Offset 
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On time on FIRESTONED ! 


They cut costs on building materials deliveries 


Whether you operate one truck or twenty trucks, count on Firestone 
Rubber-X, the longest wearing rubber ever used in Firestone truck tires. 
It’s yours with every Firestone, for extra trouble-free deliveries and lower 
truck tire costs. 


And along with new long-wearing tire rubber, all Firestones bring you 
Firestone S/F (Shock-Fortified) cord for still more stamina and depend- 
ability. No wonder more and more truck owners like yourself find it good 
business, always, to buy Firestones when replacing old tires—and to 
specify Firestones on all new trucks. Ask about them today at your nearby 
Firestone Dealer or Store—your headquarters for fast, reliable service! 


LOOK FOR NEW LOW COSTS PER MILE WITH LONG-WEARING FIRESTONE TRUCK TIRES Fir e@ ys f ane 


Copyright 1959, The Firestone Tire & Rubber Company 


TRANSPORT SUPER ALL TRACTION 


BETTER RUBBER FROM START TO FINISH 
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Midwest dealers tell new facts. . . 


Hoffa Moving into Small Towns? 


Union drive finds dealers confused, lacking experience to 
bargain successfully. Here's a pattern for control on any Main 


Street. 


Last month after a strike of one 
week, the lumber dealers in a midwest 
city, population over 15,000, signed a 
two-year contract with Jimmie Hoffa’s 
truck drivers union. The contract 
calls for 10¢ more per hour this year 
and 5¢ more in 1960. The old rate 
for drivers, helpers and warehouse- 
men was $2.00 an hour. 

There’s more to the story, of 
course. This could be just one example 
of Hoffa’s concerted drive to organize 
tightly not only lumber dealers but 
every businessman using or relying on 
trucks. Is a pattern emerging? First, 
organize the big cities and then fan 
out organizers in all directions? Keep 
employers guessing, off balance, 
divided? 

Lumber dealers in this town talk 
freely, but they have requested that 
their names be withheld. Is_ this 
fear of retaliation by Hoffa, fur- 
ther deterioration of employe rela- 
tions and to a lesser degree physical 
violence? 

For over 10 years, lumber deal- 
ers bargained harmoniously — with 
their union, which was largely local 
in character. The union had au- 
thority itself to make contracts and 
it is generally agreed they were fair 
and beneficial to the men. Two years 
ago the union was quietly absorbed 
and assigned for administration to a 
larger district with headquarters at 
a big city. Hoffa had entered the 
picture. 

This February, every dealer re- 
ceived registered letters from the 
union requesting a start on negotia- 
tions within 60 days. The dea’ers 
agreed and said they would meet at 
the union’s convenience. 

When the meeting was held, the 
dealers told the union that 1958 had 
been a disastrous year for business 
and they suggested last year’s contract 
be continued. The employers re- 
quested unsuccessfully that this offer 
be taken to union members. 
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During this period, negotiations 
were also underway at a nearby city. 
After four ballots a contract was ap- 
proved for two years granting 10¢ and 
5¢ more per hour. 

A second meeting soon held 
found the dealers now offering S¢, 
5¢ and a two year contract. This was 
flatly rejected and the empitoyers 
were told that at the nearby meet- 
ing their employes had voted for 10¢, 
5¢ and a two year contract. The 
lumber dealers finally began to un- 
derstand smart union strategy and 
why four ballots were required. The 
dealers then countered with a _ pro- 
posal for 10¢, 5¢, 5¢ and a three year 
contract. Favorably received by the 
local union representative, a meeting 
for a vote by the men was then 
scheduled for approval. Picketing, in 
the meantime, began around five 
local yards. 

At this point, the long arm of 
Hoffa reached out from a distance and 
curtly told their union official to 
cancel the planned meeting. Reason: 
“all contracts must be for two years. 
We want them to terminate at the 
same time.” 

Dealers held a session far into the 
night at arguing. They finally agreed 
to the original canned proposal. A 
call to the union representative found 
him with contracts neatly typed 
ready for signatures. 

The strike was over, could Hoffa 
move on to other small towns with 
a false sense of security and isola- 
tion? 

We are writing this because these 
dealers ask “must power be met with 
power?” They have grudging respect 
for the skill and intelligence of the 
adversary they faced. They believe, 
however, power on only one side is 
dangerous and not best for either a 
businessman or the country. 

Here’s what they ask for: 


1. A. source for trained labor 


lawyers. Hoffa is said to have over 
600 lawyers on his payroll. They be- 
lieve each lumber dealer association 
should provide this service and they 
are willing to pay as necessary. Time 
and time again the lumber dealers did 
not know their- legal rights. They 
further agree that NRLDA in Wash- 
ington should retain a top lawyer to 
monitor and feed material to counter- 
parts in state and regional associa- 
tions. 

2. At this city the dealers worked 
in the dark. They still don’t know, 
for example, the area covered by the 
union they negotiated with. It could 
extend 70, 80 or 250 miles and a 
strike in a remote city could put 
their men on the picket line. Again 
they suggest state associations pro- 
vide this information for their mem- 
bers. Further, they believe it should 
flow into NRLDA in Washington 
from all states for the true national 
picture. 

3. They believe lumber dealers 
must eventually develop close ties with 
other merchants using trucks. They 
point out Hoffa has 11 and 13 state 
contracts already for over-the-road 
truckers. It’s obvious to them that 
similar contracts will soon come from 
other users of trucks. They say you 
will face horizontal, broad contract 
negotiations involving states and re- 
gions. 

4. They'd like to see a labor clinic 
at the NRLDA Building Products ex- 
position, November 14-17, at Cleve- 
land. They suggest that the keynote 
speaker be a top authority on union 
rackets like John McClellan, the 
senator from Arkansas. 

5. They deplore the loss of friend- 
ship and mutual respect of their 
drivers. Bonuses, full pay for slack 
periods are disappearing in this city. 
In its place is a cold contract with 
the strings pulled from the big city. 
What’s the answer? 

Everything these worried dealers sug- 
gest—and there’s more—can be ac- 
complished by planning, courage and 
hard work. To repeat should “power 
must be met with power?” 
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SOUTHERN SASH & 
DOOR OFFICERS—tLeft 
to right, Carter Wood, 
Amarillo, Tex., second 
vice-president; J. Reese 
Jones, Jr., Shreveport, 
La., vice-president; J. 
W. Zuber, Atlanta, Ga. 
and Thomas Birchfield, 
secretary - treasurer, 
Memphis. 


Sash & Door Jobbers Advised To 
Get Into Prefab Business 


More than 300 members of the 
Southern Sash & Door Jobbers Asso- 
ciation, meeting in Memphis last 
month for their 24th annual session, 
were told how to regain business lost 
to prefabricated home builders who 
by-pass the jobber. 

Suggestion: Get into the prefab 
business as a wholesaler. A discussion 
on prefabricated homes was made 
by J. Duncan Brown of Iron City 
Sash & Door Co., Pittsburgh, Penna. 
and L. R. Wood of McCord Whole- 
sale Co., Corpus Christi, Tex., both of 
whom are engaged in prefab opera- 
tions. 

The Texan’s company last year sold 
115 homes, a majority of them con- 
taining 2,000 square feet or more. (A 
12-page report on how Texas lumber 
dealers are becoming land developers 
and home builders was published in 
the June 22nd issue of American Lum- 
berman.) 

Wood reported his profitable oper- 
ation was based on an investment of 
about $5,000. His firm delivers shells 
to the job sites, with most of the de- 
liveries being made within 69 miles of 
the Corpus Christi plant. 

“Frankly, we copied our program 
from others and we are pleased with 
the results,” he said. “After our first 
year, we can report that we are get- 
ting back much business we had lost.” 

Wood’s program is flexible, with a 
variety of house plans. Brown’s com- 
pany offers a basic plan that can be 
modified later by the home buyer 
wishing to add to it. 

Both stressed the importance of sell- 
ing dealers on prefabs. They said that 
there is reluctance by dealers initially 
because of fear of “stepping on the 
toes of builders.” Among other prob- 
lems encountered are labor and fi- 
nance, they admitted. 

Elections. J. W. Zuber, of Zuber 
Lumber Co., Atlanta, was re-elected 
president of the association. J. Reese 
Jones, Jr., of Victoria Sash & Door 
Co., Shreveport, La., was advanced 
from second to first vice-president. 
Carter Wood of Maynard Sash & Door, 
Amarillo, Tex., was named secon! 
vice-president and Thomas Birchfield 
of Memphis was re-elected secretary- 
treasurer. 

Ways to improve jobber salesmen 


were explored in another panel discus- 
sion. More personal counseling by 
sales managers; varied compensation 
plans; automobile air conditioning; va 
cation programs and other suggestions 
were advanced. 

Ten new directors were elected for 
three-year terms: 

Carl Bridenthal of Scott Sash & Door 
Co., Little Rock, Ark.; K. T. Casey of 
Jackson Sash & Door Co., Jackson, 
Miss.; John Harris of Harris-Webber 
Sash & Door Co., Nashville; Cliff Mil- 
ler of Madison Millwork, Jackson, 
Tenn.; Marvin L. Miller of Miller Mill- 
work, Charlotte, N.C.; W. S. Miller Sr., 
of Addington-Beaman Lumber Co., 
Norfolk, Va.; Louis G. Riecke, Jr., 
of Tulane Hardwood Lumber Co., 
New Orleans; John W. Rourk, Jr., 
of Timber Products Co., Orlando, 
Fla.; Marshall T. Steves of Steves 
Sash & Door Co., San Antonio and B. 
J. Wheless of Allen Millwork Mfg. 
Co., Shreveport. 

The winter meeting will be held No- 
vember 16-18 in Houston at the 
Shamrock Hotel. 
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REVISED GRADE-TRADEMARKS for Doug- 
las Fir Plywod association have uniform 
size and shape and are easier to identify 
than old marks. Single copies of a book- 
let, ‘‘New DFPA Grade-Trademarks”, 
describing all the stamps, are available 
to dealers from the association, Dept. 
AL, Tacoma 2, Wash. 
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Dealer Says Imports May 
Improve Distribution 


Voting “yes” on American Lumber- 
man’s ballot on imported building ma- 
terials (see A. L., April 13th and May 
2th), a New York State dealer wrote: 

“Possibly if lumber dealers went for 
imported products in a big way, the 
local manufacturers would try to 
improve their relations toward lumber 
dealers and adopt some new policies. 

“The paint companies do not hesi- 
tate to set up new dealers—even drug 
stores. The plywood manufacturers al- 
ways have a reason or excuse for 
any sale they can make direct. 

“The manufacturers of builders’ 
hardware and tools sell anyone who 
desires to set up a display card. The 
lumber commission men and brokers 
sell anyone who can pay. 

“The above is a general situation 
and the lumber dealer must live with 
it. So, by the same token, the lumber 
dealer should not be criticized for 
whatever he does in order to get his 
just share of business.” 





DISPLAY AT “ALUMI-MART” showroom 
in Detroit is shown to dealer customers 
by Joseph T. Rosenberg, Winter-Seal 
Corp. vice-president. 


Aluminum Fabricator Opens 
Showroom for Dealer Use 


A display center in Detroit known 
as the “Alumi-mart” has been opened 
by the Winter-Seal Corp. of that city 
for the benefit of its dealers. 

In an air-conditioned patio setting 
Winter-Seal dealers can bring their 
customers to demonstrate as well as 
select aluminum windows, doors, jal- 
ousies, siding, shingles and awnings. 

Another unique marketing idea by 
Winter-Seal is a bonus program for 
dealers, patterned along the lines of 
stamp plans. In addition to regular 
markups, the dealer accumulates 
stamps which can be traded for prizes 
such as expense-paid vacation trips, 
mink s‘oles, TV or other appliances. 
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Dealers Learn Kitchen-Selling 
Tips in Five-Day Training School 


Big sales opportunity ahead for kitchen specialists, dealers 
told. Intensive courses prepare them to sell. 


“We think kitchen sales will be the 
answer to the mid-winter sales slump,” 
declared Robert H. Solie, manager, 
Solie Lumber Co., Janesville, Wis. 

Dealer Solie was interviewed by 
American Lumberman as he attended 
the recent third annual training school 
for kitchen specialists sponsored by 
the National Institute of Wood 
Kitchen Cabinets. 

“Recently we remodeled our office 
and included two model kitchens,” he 
reported. “I’m here to learn all I can 
about getting the most good out of 
this investment.” 

Solie was one of 16 lumbermen, 
seven building products wholesalers 
and 62 other kitchen sellers who at- 
tended the five-day school. 

Ralph L. Wagner, Builders Products 
Co., East Peoria, Ill., agrees with 
dealer Solie. 

“We have one model kitchen in our 
store,” he explained. “It’s a sales tool 
we want to learn to use more effec- 
tively.” 

Included in the mid-June school 
held in Chicago were 20 class-hours 
of kitchen design, drawing, color co- 
ordination and sales promotion in- 
struction; plus another 20 hours of 
kitchen selling training, planning, in- 
stallation and discussion roundtables 


led by key figures in the kitchen in- 
dustry. 

Sales opportunities for kitchen sell- 
ers were highlighted by one instruc- 
tor who told the group that “more 
than 500,000 existing kitchens are re- 
placed each year, at an average cost 
of $1,000 to $1,500, in addition to 
the million-plus kitchens in new 
homes. Right now there is enough 
kitchen modernization business avail- 
able to trained, aggressive sellers to 
give us 80 years’ business at the cur- 
rent rate.” 

Arthur M. King, president of the 
sponsoring trade association and vice- 
president of The Mengel Company, 
told the group that trained kitchen 
planners have a big opportunity. 

“Today the kitchen is changing rap- 
idly,” he said. “A generation ago the 
kitchen specialist was practically un- 
known and the kitchens of that day 
were not especially attractive, just 
places without many conveniences 
where meals were cooked.” 

Students in the course had to be 
recommended by kitchen equipment 
manufacturers who are members of 
the Institute. 

Among the lumber dealer attend- 
ing the school were H. W. Andes, 
and C, D. Gullett, Denniston & Part- 


ridge Lumber Co., Grinnell and New- 
ton, Iowa; C. A. Chace, E. W. Good- 
hue Lumber Co., New Bedford, 
Mass.; J. C. Henning, Newfane Lum- 
ber & Mfg. Co., Lockport, N. Y.; 
E. F. Kelly, West Side Lumber & 
Coal Co., Bloomington, Ill.; H. T. 
Moloney, Building Service Co., 
Shreveport, La.; G. F. Monk, Square 
Lumber & Supply Co., Bronx, N. Y. 

Also B. & M. Lumber & Supply 
Co., Frankfort, Ill.; Euclid Lumber 
Sales, Wickliffe, Ohio; Barney De- 
Grush, James Kahler and David Ket- 
ner, all of Joliet Lumber & Fuel Co.; 
Joliet, Ill.; R. F. Newbould, Thomp- 
son Lumber Co., Champaign, III; 
and W. H. Silver, Thompson-Decatur 
Lumber Co., Decatur, IIl. 


KITCHEN PLANNERS Ralph L. Wagner, 
left, Builders Products Co., East Peoria, 
Ill., and Bob Solie, manager, Solie Lum- 
ber Co., Janesville, Wis., check their 
‘school books’’ at the recent training 
school for kitchen specialists of the Na- 
tional Institute of Wood Kitchen Cabi- 
nets in Chicago. 





Hoo-Hoo Club To Promote Lumber 


A wood products promotion group 
is being formed at Eugene, Ore., as 
the result of a Wood Promotion Night 
program sponsored by the Willamette 
Valley Hoo-Hoo Club. Purpose of the 
group is to promote the use of wood 
in local buildings. 

The Wood Promotion Night was 
attended by approximately 200 archi- 
tects, builders and building officials, 
plus nearly 100 western Oregon lum- 
bermen. 

Oregon’s Governor, Mark Hatfield, 
told the meeting: 

“The lumber industry has not sold 
its own products well enough to those 
who are most concerned with product 
choices.” 

He said he sees relatively few ex- 
amples of the industry having really 
told the merits of forest products to 
designers and builders. 

The club’s wood products council 
will consist of a semi-permanent com- 
mittee of club members to act as an 
information center. They will strive to 
bring authorities in technical fields to- 
gether with Oregon architects and 
builders. It will also attempt to pro- 
mote wood to school boards and com- 
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mercial building owners in the area. 

A report on how the Wood Prod- 
ucts Night was planned and the coun- 
cil organized is available from the 
club, P. O. Box 1182, Eugene, Ore. 


GOVERNOR OF OREGON Mark Hatfield, 
right, with sawmill operator N. B. 
Guistina, at the Wood Promotion Night 
program sponsored by the Willamette 
Valley Hoo-Hoo Club at Eugene, Oreg. 
A permanent wood promotion group 
grew out of the recent meeting between 
lumbermen and architects. 


Wholesalers, Dealers Meet 


Through the efforts of the National 
Building Material Distributors Associ- 
ation, 15 national manufacturers have 
held meetings with wholesale distribu- 
tors and 30 NBMDA _ wholesaler 
members have held meetings with 
their dealers. 

The meetings are part of the asso- 
ciation’s program to promote advisory 
councils, where persons from each 
category discuss ways and means of 
cooperating to develop better com- 
munications between the three seg- 
ments of the distribution team. 

Success of the plan was announced 
by Don Knecht, president Building 
Material Distributors, Rapid City, S. 
D., and president of NBMDA. 

Knecht also announced that the 
next association meeting would be on 
November 16-18 at the Edgewater 
Beach Hotel in Chicago. Details may 
be secured from the association at 
22 W. Monroe St., Chicago 3, II. 


Flooring Prices Steady 


Prices on almost all of the products 
of Armstrong Cork Co.’s flooring line 
are being maintained this year, ac- 
cording to J. H. Binns, general sales 
manager of the floor division. 
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Finds Booklet, “How to Beat 
Cut-Price Competition” Helpful 


“Please send me 50 copies of ‘99 
Ways to Sell at a Profit Against Cut- 
Price Competition.” My check for 
$17.50 is enclosed. 

“May I say that I enjoy American 
Lumberman not only for the tremen- 
dous help it gives through the adver- 
tising of our product, but I have been 
especially grateful for the articles by 
Mr. Hood. 

“Several of the building material dis- 
tributors with whom I work feel that 
we can be of special assistance to our 
lumberyard dealers by helping them 
in their sales training. The copies | 
am ordering with this letter will be 


used in sales clinics, which we will 
be holding with a number of our job- 
bers and their dealers, so you see we 
are helping spread the good word. 

“We feel Mr. Hood’s booklet will be 
just a little extra, which we can place 
in the hands of all the yardmen at- 
tending our meetings.,.—R. Hugh 
Smith, Building Products Division, 
Kaiser Aluminum & Chemical Sales, 
Inc., St. Louis. 

(Ed. note: Copies of “99 Ways to 
Sell at a Profit Against Cut-Price 
Competition” available at 50¢ each. 
Write American Lumberman, 59 East 
Monroe St., Chicago 3, IIl.) 





Lumber Dealers Urged to Take 
Home Study Course in Millwork 


There have been nearly 500 enroll- 
ments in less than 12 months for the 
Home Study Course in Millwork 
sponsored by the Northern Sash & 
Door Jobbers Association. 

Carl Nagle, secretary of NSDJA, 
points out that employes of lumber 
dealers could fit themselves for more 
useful work with their employers by 
completing the correspondence course. 

“Over the years, training has large- 
ly been the case of old hands teaching 
the newcomers about millwork,” Na- 
gle said. “But with the advancements 
today in window units, pre-hung doors, 
wall components, kitchen cabinet de- 
sign and other items it is apparent to 


millwork jobbers that more education- 
al tools must be developed.” 

The jobber group provided a grant 
of $5,500 to Michigan State Univer- 
sity to prepare the home study course. 
Prof. William B. Lloyd of the Univer- 
sity’s Department of Forest Products 
prepared the course during some 10 
months of research. 

The 12-month course covers all 
phases of millwork, construction fun- 
damentals and estimating. More than 
100 employes have completed the 
course. 

For details, write Northern Sash & 
Door Jobbers Association, 11 S. La- 
Salle, Chicago 3, Ill. 





(Dealer Sales Control 
—See Page 5) 


HOME PROJECT sponsored by Seale Lumber Co., Birmingham. 


Dealer develops land, makes profit from improved lots and 


house materials. 


Based on his own experience, lumberman says: 


“Land Control is ‘Must’ for Dealers’ 


Since August of 1957, the Seale 
Lumber Co., Birmingham, Ala., has 
been active in land development, as 
part of “DSC”—Dealer Sales Control. 


Last month, B. G. Seale, president, 
said that he was “more than ever 
convinced that lumber dealers should 
go after the land development and 
speculative home building.” 


“We develop land and we furnish 


all materials for the homes and find 
it very profitable in both the sale of 
materials and the improved lots,” said 
Seale. “We have just finished a small 
project of 20 homes for Negroes under 
section 221 FHA. We are now in the 
process of starting another develop- 
ment of about 20 acres. The first pro- 
ject, started in 1957, has about 30 
homes in it with a price range of 
$16,000 to $21,500.” 
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CRESTLINE 


shortest way 
to Millwork 
Profit! 


v= CRESTLINE 


Make more on what you 
sell! Get greater markups on 
prices lower than your 
competitors. You get fast 
delivery and plenty of 

sales help from our Wausau 
mill. Write for more 
information today. 


REMOVABLE DOUBLE-HUNG Z| 
WINDOW UNITS 


PANEL AND SASH, SOLID | 


CORE, BI-FOLD, LOUVER 
AND ALUMINUM DOORS x 


eT rite 
CRESTLINE, THE CRESTLINE COMPANY 
ee WAUSAU, WIS., DEPT. A 


aaa (formerly The Silcrest Company) 
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REMOVABLE SLIDEBY 
WINDOW UNITS 


STACKING AWNING 
WINDOW UNITS 


CASEMENT WINDOW UNITS 





Pe VV 


VENEERED 


PCLT 


EXCLUSIVE WOOD BLEND PANELS 


MANY WAYS SUPERIOR TO HARDWOOD PLYWOOD...YET COSTS LESS! 


Timblend, Roddis’ amazing man-made board, is now 
available veneered, in the most popular g hard- 
woods . . . from warm Birch to rich Walnut. New 
beauty plus highest warp-resistance combine in 
veneered Timblend to assure finer product quality at 
lower cost, in many hardwood plywood applications. 





Dealers have responded enthusiastically to the introduc- 
tion of Roddis’ new veneered Timblend. Sales have 
actually tripled in just one year! Here’s how you can 
profit from this “success story.” 

With veneered Timblend your customers get all the 
richness and beauty of their favorite hardwoods, plus 
all the proven advantages of its exclusive man-made 
core. It’s this Timblend core that makes the big difference! 

Because of the unique, controlled density, non-grain 
construction of this core, veneered Timblend machines 
beautifully with ordinary woodworking tools or power 


SPECIAL 
TIMBLEND 


CENTER CORE 





tools. Saw it. Drill it. Rout and rabbet veneered 
Timblend. You get smooth, gap-free edges every time. 
Even lipped edges turn out beautifully! And veneered 
Timblend has a remarkable dimensional stability that 
assures highest warp-resistance! Screw-holding ability 
equals that of the softwoods. 

Offer veneered Timblend in any of these best-selling 
woods: Elm, Birch, Maple, Cherry, Mahogany, Oak, 
Walnut and many others. Available in 34” in common 
plywood sizes. Other thicknesses and sizes available, 
prefinished if desired, on special order. 

Veneered Timblend is ideal for cupboard doors, cab- 
inets, built-ins, wardrobes, sliding doors and other 
hardwood plywood applications. Your builder and wood- 
working customers will achieve excellent end results at 
lower cost. Why not send the coupon today for a free 
sample of veneered Timblend plus the illustrated bro- 
chure: “Working with Veneered Timblend”? 


YOUR CHOICE 


OF HARDWOOD 


VENEERS 
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USE BEAUTIFUL, 
WARP-RESISTANT 
TIMBLEND FOR: 


Cupboard doors 


Counter fronts 





Table tops 
Kitchen cabinets 


TV and Hi-Fi 
cabinets 


Shelving 
Wardrobes 
Sliding doors 
Store fixtures 


and displays 


Regular or 
Filled Timblend 
(for painting) 
also available 


Roddis Plywood Corporation + Marshfield, Wisconsin + Dept. AL-759 


Please rush free sample of Veneered Timblend and brochure: “Working with Veneered Timbiend™ 


NAME. pelosi 
COMPANY____ 
ADDRESS 














m * 
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LUMBER MAP 


OF FINE 


NORTHERN 
HARDWOODS 
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For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods. 





*+J. W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Ock Flooring. Strip, Herringbone, 
Block patterns. Custom kiln drying. Upper grades 
Hard Mople and Birch lumber, rough. 





Marshfield & Park Falls, 
Wisconsin 


*Roddis Plywood Corp. . . 


Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 
Roddis Lb. & Veneer Co., Lid. 

Savit Ste. Marie, Ontario, Con. 
Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dar Pred., Maple, Birch, Fig. Hdwd. Ven‘r'd Doors 

Plywd. Modern Dry Kiln facilities 





Goodman Lumber Div., Calumet & Hecla, Inc. 
Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodmou, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemiock, White Pine ond Bass- 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





tMember Maple Flooring Mfrs. Assn. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Tariff Commission Turns Down 
Curb on Hardwood Imports 


Hardwood plywood is not being im- 
ported into the U. S. in amounts that 
are causing or threatening serious in- 
jury to the domestic industry, accord- 
ing to the majority of the Tariff Com- 
mission in Washington. 

In a split decision, the Commission 
turned down a plea for curbs on im- 
ports, 

President Eisenhower can accept or 
reject the commission recommenda- 
tion. 

Two of the commissioners dissented, 
saying that investigations proved there 
exists “serious deterioration in the 
profitibility of plywood.” Lauan ply- 
wood or Philippine mahogany from 
Japan was specifically mentioned as 
“price-depressing.” 

Current duties against hardwood 
plywood imports are based on a per- 
centage of their value, ranging from 
15% to 25%. 

(For complete and exclusive report 


on imports and how they affect both 
manufacturers and retail lumberyards, 
see American Lumberman, April 13, 
1959.) 

Imports Blamed for Demise 

Of New York Plywood Firm 

The Pearl City Plywood Corp., 
Jamestown, N.Y., went on the auction 
block last month. The major reason 
given for the closing of the firm, a 
division of Jamestown Veneer and 
Plywood Corp. of the same city, is the 
influx of low-cost plywood from over- 
seas. 

Harry H. Simms, president of the 
company, said that the parent com- 
pany is now completing plans to com- 
bat imported plywood by developing 
plywood specialties that cannot be 
imported. 

A portion of the 120 Pearl City 
employes will be absorbed in opera- 
tions at Jamestown Veneer. 





Georgia-Pacific Launches Import Div. 


A new division to handle plywood 
imports from around the world has 
been announced by Oregon-Pacific 
Plywood Corp., Portland, Oreg. Em- 
phasis will be on plywood from the 
Philippines, Japan and Formosa. 

Arlen W. Johnson, who will head 
the division, has had four years of 
experience in Japan and Korea. He 
comes to Georgia-Pacific from the 
Portland office of Nissho American 
Corp., a Japanese trading company. 


The plywood corporation, an affili- 
ate of Oregon-Pacific Lumber Co., 
operates through the latter’s branch 
offices in Denver, Los Angeles and 
Kamloops, British Columbia, as well 
as its national sales representatives. 


The company also maintains a large 
distributing warehouse at Portland 
which serves as a concentration point 
for stocking “difficult” plywood items 
not usually available on short notice. 





Sloppy Cost Controls Steal 
Up to 38% of Your Profits 


Retail lumber yards are losing from 
5% to 38% of profits annually be- 
cause of loose cost control methods, 
according to a study by Wolf Manage- 
ment Engineering Co., Chicago. 

Three main control or costing er- 
rors were found by the Wolf experts, 
who have had wide experience in this 
industry: 

1. Discounting by yards is erratic 
and often does not take into account 
the yard’s real costs, based on the 
types of customers involved. 

2. Many yard services are not ade- 
quately reflected in cost calculations. 

3. Many dealers do not keep track 
of their purchases in a sound and or- 
derly fashion. As a result, many do 
not know their true costs in terms of 
current markets. 

Inefficient yard layouts and inade- 
quate mechanization also contributes 
to the cost control weaknesses, said 
Harold F. Birnberg, senior consultant 
of Wolf’s wood and wood products 
division. 


Binberg said there are three points 
to check for any yard to discover its 
true costs: 

* Differential costing—This means 
taking into account the hidden items 
of cost involved in selling lumber to 
volume buyers and to small customers. 
* Yield equalizing—This means guar- 
anteeing that all yard costs should 
be covered by the price structure of 
the yard’s whole line, regardless of 
which items are selected for competi- 
tive pricing. 

¢ Standard purchase costs—The most 
recent purchase costs should be re- 
corded for each item the dealer 
sells. As subsequent purchases are 
made, they should be recorded for 
each item. In this way the yard’s costs 
will be known at a glance and re- 
flected in its operations. 

(See page 64 this issue for Texas 
dealer study of plasterboard handling 
costs made by the Retail Lumber 
Dealers Association of Houston). 
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Firms Expand and Merge 


¢ A new plant to manufacture poly- 
ethylene film and convert it to serve 
many western industries is being erect- 
ed at Woodland, Calif., by The Kordite 
Corp., Macedon, N. Y. Established to 
serve customers in the 11 western states 
beginning Sept. 1, the plant is a third 
major step in a long-range expansion 
plan by Kordite, reports chairman of 
the board Richard M. Samuels. 

* Morgan Sash & Door Co., Chicago, 
has acquired the millwork business of 
Associated Door & Plywood Co., Chi- 
cago. 

* Kentile, Inc., Brooklyn, N. Y., has 
begun construction of an ultra-modern 
manufacturing plant containing 250,- 
000 square feet of floor area in Tor- 
rance, Calif., to meet the demands of 
the growing market in the western 
states. Joseph L. Kolcyski, vice-presi- 
dent of manufacturing, reports the 
project will include two plant buildings 
and a separate office building occupy- 
ing 18 acres of ground. 


New Gypsum Producer 


The American Gypsum Co., a newly- 
formed corporation, will build a $3 mil- 
lion gypsum plant near Albuquerque, 
N. M., to manufacture gypsum build- 
ing products such as wallboard and 
plasterboard. The plant is expected to 
be completed by late 1960. 


Name Change 


President Glenn Berry announces the 
Steel Door Corp. has reverted to its orig- 
inal corporate name and will now be 
known as the Berry Door Corp. The firm, 
with headquarters and plants in Bir- 
mingham, Mich., and Wingham, Ont., 
manufactures steel overhead garage 
doors. 





FULL-SIZE SHEETS of plywood are dis- 
played outdoors to catch the attention 
of motorists passing the Arkay Lumber 
Co., Burbank, Calif. Each sample is iden- 
tified, inviting closer inspection. Arkay 
says this display has not only increased 
plywood sales, but sales in all depart- 
ments. 





‘We have 
proof of the 
effectiveness of our 
Yellow Pages advertising!”’ 


says Robt. J. Ketchum, V.P. and Gen. Mgr., KETCHUM’S, Salt Lake City, Utah. 


“AN AVERAGE OF 20 CALLS A DAY" 


“Not long ago we ran a 4-page 
Yellow Pages ad under the heading, 
LUMBER. It included a telephone 
number not listed anywhere else. 
Results of this tested ad showed an 
average of 20 calls a day.” 


Again and again results prove that 
the Yellow Pages is one of the most 
effective ways to boost calls and 
business for the building materials 
supplier. 

Can home owners and remodeling 
buyers find you easily and quickly 
when they’re looking for the items 
you carry? The Yellow Pages man 
will gladly offer a program fitted to 
your needs. Call him at the local Bell 
telephone business office. 


BUILDING 
MATERIALS 
EVERYTHING FROM FOUNDATION TO ROOF 


The Mountain West's 
Largest Headquarters for 











: Plenty of Free Parking 








4th South at 7th West 





THIS IS THE %-PAGE AD (reduced) that proved 
Yellow Pages effectiveness to Mr. Ketchum. 
The Company has advertised in the Yellow 
Pages for 33 years. Today, it carries ads 
under such headings as BUILDING MATE- 
RIALS, WRECKING CONTRACTORS... 


plus numerous other ads and listings. 


Nothing builds business like AWHERENESS — and nothing builds AWHERENESS 
like the Yellow Pages—the buying guide that tells people WHERE to buy. 











AM 


WELLS 
THRESHOLDS 


a demand product 
wherever building goes on! 


Universally accepted by the new build- 
ing as well as the remodeling industries, 
aluminum thresholds now offer an im- 
portant new profit opportunity to the 
building supply dealer. Easily inven- 
toried, they offer a big volume potential 
with comfortable profit margins. And 
you'll discover, too, a healthy market 
in the do-it-yourself handymen. 


A COMPLETE LINE FEATURING 
WELLS VINYL INSERT MODEL 


Tough, heavy 

vinyl! weather- 

seal insert that 

never flattens, won't 
trap dirt or water. 


As one of the nation’s leading produc- 
ers of quality aluminum thresholds, 
Wells offers a broad line that’s complete 
enough to fill all building requirements, 
yet compact enough to eliminate inven- 
tory problems. The Wells line is so 
practical because it was developed in 
close cooperation with leading builders 
and architects. Each threshold comes 
individually packaged with mounting 
hardware and how-to-install booklet. 
They are available in standard lengths 
and in lineals for custom installations. 


Mail Coupon for Full Details! 


VW 


WELLS ALUMINUM CORPORATION 
North Liberty, Indiana 





eeeeeeeeeeeeeeeeee eeeeeee e6 
: Wells Aluminum Corporation 

North Liberty, Ind. 

Please send descriptive aluminum thresh- 
old brochure. 

Name 

Address. 

Et Rae State 


Circle No. 19 on Handy Cover Card 
32 





Warp Bros. Reduces Prices 
On Coverall Sheeting 


The second price reduction to deal- 
ers this year was announced by Wa 
Brothers Co., Chicago, for Coverall 
polyethylene sheeting. 

“We do this to keep dealers com- 
petitive with people who are selling 
direct and by mail order. Quality will 
be retained,” said Harold Warp. 


New England Lumberyard 
Builds Aluminum House 


The W. H. Sawyer Lumber Co., 
Worcester, Mass., is sponsoring a 
Reynolds’ House of Ease model home 
in the Forest Heights subdivision at 
Holden. 

The gray “clapboard” siding, the 
black shingled roof, the eaves troughs 
and downspouts, the basement bulk- 
head, the windows, the shutters, the 
insulation, interior and exterior hard- 
ware, door glides, doorknobs and even 
nails are made of aluminum. 


Plastics in Building 

An estimated 709 million pounds of 
plastics were used in construction dur- 
ing 1958, according to Monsanto 
Chemical Co. 

This figure, which does not include 
an additional 266 million pounds of 
alkyds and rosin modifications used in 
paints, represents about 21% of the 
plastics industry’s total production, the 
company reports. 

About 29% of plastics products for 
building were those of vinyl. The next 
most popular plastic for building was 
phenolic, accounting for 22%. Phenol- 
ics are used for plywood bonding, 
hardboards, insulation, wiring devices 
and high pressure laminates. 


Joins Lu-Re-Co 

Wood Conversion Co., St. Paul, 
Minn., is a new sustaining member of 
the Lumber Dealers Research Council. 


VA Interest Rate Up 

Congress voted an increase to 512 % 
the interest rate ceiling on privately 
financed mortgages guaranteed by the 
Veterans Administration, up from the 
present ceiling of 4%4 %. 

As of presstime, President Eisen- 
hower had not signed the bill. The 
measure includes provision for $100 
million in direct-loan funds to veter- 
ans. Eisenhower has often voiced dis- 
approval of direct loan programs. 


Home Rate Down Slightly 

The seasonally adjusted annual rate 
of private homes begun in May fell to 
1,340,000 from 1,390,000 the month 
before. But the rate was still the high- 
e t for May since 1955. 

Builders are reported optimistic 
about the last half of the year. About 
three out of every four expect to equal 
or top their production of the first six 
months, according to a survey made 
by the National Association of Home 
Builders. 


MEN /n the news 


S. R. Slaymaker Il J. Herbert Scott 


¢ S. R. Slaymaker II has been elected 
vice-president, Slaymaker Lock Co., 
Lancaster, Penna. Grandson of the 
founder and son of the company presi- 
dent, Slaymaker will direct the firm’s 
advertising and promotion. 


* The appointment of J. Herbert Scott 
as sales promotion manager, 500 Line 
Tools and Perma-Grit Products, Skil 
Corp., Chicago, is announced. 


Stephen Simon 


Marshall R. Leeper 


¢ Stephen Simon has been appointed 
national sales director of Industrial 
Plywood Corp., Jamaica, N. Y. Simon 
said that the company is expanding 
production of its new Ply-Gems ply- 
wood. 


* Marshall R. Leeper has been elected 
a vice-president of United States Ply- 
wood Corp. He is general manager of 
the company’s Oregon division. 


Rogers Weed, Jr. Robert L. Fisher 


* Bird & Son, East Walpole, Mass., 
has named Rogers Weed, Jr., as exec- 
utive assistant to vice-president Eli L. 
Chamberlain of the building materials 
div. 


* Mastic Tile Corp. of America, Vails 
Gate, N. Y., announces the appoint- 
ment of Robert L. Fisher as general 
sales. manager. 
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WELLS 


DEKKER-BRISH MILLWORK COMPANY, DOLTON, ILLINOIS 


Cuts storm door costs 25% with 
Wells Lineal Fabrication Program 


One of the midwest’s leading millwork supply houses, 
Dekker-Brish serves about 550 building supply dealers. 
Until encountering the Wells lineal fabrication program, 
this fast-growing distributor had concentrated storm 
sash and door activity exclusively on wood. Today, 
using Wells extruded aluminum lineals, and manufac- 
turing their own product, Dekker-Brish have added a 
profitable aluminum storm door line. They are realizing 
a 25% savings over buying finished units for resale 


A section of Dekker-Brish Fabricating Department 











MAIL TODAY 
FOR COMPLETE 
DETAILS! 
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A 
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Chuck Brish, Howard Dekker 


because they eliminate most of the mark-up for mate- 
rial, labor and overhead normally charged by the manu- 
facturer. In addition, they are producing a superior 
product that is finding even greater dealer and consumer 
acceptance. “Distributor fabrication,” states Mr. Brish, 
“is the only realistic basis on which a millwork jobber 
can become competitive in the aluminum storm door 
and window field.” Their case is typical of more and 
more distributors who are discovering the advantages 
of lineal fabrication with the Wells system. 


Inexpensive Tooling, Trained Factory Assistance 


You'll be amazed at how economically you can get started 
with the Wells program. Wells will supply the necessary 
tooling, and send an experienced field sales engineer to put 
your fabricating operation in motion. In addition, Wells 
gives you strong promotional and merchandising support in 
your own local trading area. If you are currently handling 
storm sash and doors, or plan to do so, you'll find it will pay 
handsomely to look into the Wells program. If you can’t 
fabricate but are interested in a dealership, check the coupon 
below and see how a local Wells fabricator can help you. 


Wells Aluminum Corp., 73° Henry 5t., 


North Liberty, Indiana 


as these. Please rush full details on [ 
0 dealership. 

Name_ = ‘ setetinlasigihinianatigatastanii 
Address__.__ = 
City State___ 


Gentiemen: Of course I'm interested in savings such 
fabricating 


WELLS ALUMINUM CORPORATION, North Liberty, Indiana 
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Celotex gives you ceiling tile leadership... 


"PRODUCTS, PROSPECTS, 


Famous PRODUCTS “‘by Celotex”. . . 


a line of ceiling tile unequalled for complete variety of 
design and price. HUSH-TONE® Sound-Quieting Tile... 
printed DESIGNER Tile .. . and, for economy ceilings, 
SCULPTURED and TEXTURED Tile. The right tile for 
every prospect! ge 





PROSPECTS Pre-Sold “by Celotex”. . . 


in an outstanding national advertising campaign that 
reaches all your markets. 

Big full-color ads in LIFE, LIVING, BETTER HOMES 
& GARDENS and other top mass-circulation maga- 
zines ... plus dominating ads in builder and contractor 
magazines...all directing prospects to you, the Celotex 
building products dealer. 





Outstanding SALES AIDS “by Celotex”’. . . 


to identify your store as the place to buy advertised 
Celotex products. Colorful literature and direct mail 
that bring in customers for all kinds of materials for 
new building and modernization ... smart displays that 
“dress up” your store, speed selection and stimulate 
extra sales. 





...Call the wholesaler who stocks 


A FAMOUS LINE OF QUALITY BUILDING PRODUCTS... 
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HUSH -TONE 


Striking NEW displays to 
help increase your ceiling 
tile sales. ABOVE: 3’ x 5’ 
Ceiling Section in 

metal frame that hangs 
from ceiling or wall, 

with 2-sided mobile sign. 
LEFT: a 6’-high swiveled 
10-tile Selector with 
removable legs for wall 
mounting. 


the leadership line “by CCELOTEX” 


REG.US. PAT. OFF, 


THE CELOTEX CORPORATION e CHICAGO 3, ILLINOIS 


pre-sold through over a third of a century of national advertising! 
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MRS. GLENNA SEALY helps customer solve home decorating problems. 


Color Expert Is Good Salesman 


Versatile Mrs. Sealy is also departmental buyer for 
Cicero Smith Lumber Company, where her main job 
is home decorating consultant. 


Mrs. Glenna Sealy, home decorat- 
ing consultant, has handled the dec- 
orating details for over 200 new 
homes since joining Cicero Smith Lub- 
bock, Tex., two years ago. Mrs. Sealy 
also gives decorating advice on all re- 
modeling jobs. 

About 50% of Mrs. Sealy’s cus- 
tomers are women. She finds that 
75% of the women exercise their 
personal wishes when they choose an 
item and about 25% are influenced 
by what their husbands tell them to 
buy. 

Key to selling. About the most im- 
portant selling point to remember in 
appealing to both men and women, 
she believes, is to select the decor that 
augments their individual personali- 
tres. 

In this way, she finds, you are as- 
sured of satisified customers who will 
be “completely at ease in their ideal 
home.” As a bonus, these well-satis- 
fied customers generally come back 
for some home improvement. 

Emphasis on color. “Once the color 
scheme has been selected, my job be- 
comes much easier,” says Mrs. Sealy. 
She finds people are becoming more 
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meticulous about color and are plac- 
ing more importance on its use in the 
home each year. 

In rooms with a southern exposure, 
most of her customers prefer cool 
greens; rooms with a northern expo- 
sure, warm brown tones. Natural pan- 
eling is the most popular choice for 
both the family room and kitchen with 
Parana Pine and Sakar being the 
most popular. 

Pink is the most popular bathroom 
color. Contemporary and early Amer- 
ican, she finds are the most popular 
styles of architecture. 

Handling the customer. Mrs. Sealy 
sees most of her customers by ap- 
pointment in the store’s new home 
planning center. Aided by samples of 
building materials, manufacturers’ lit- 
erature, home planning books and the 
original blueprints of the home, drawn 
by the firm’s own draftsman, she 
helps the customer select the right 
colors, finishes and special details for 
each room. 

Seated beside her customer, she 
works from a printed schedule on 
which is charted final data, room by 


room: kind of trim, doors, builtins to 
be used; choice of finished floor ma- 
terial, walls and ceilings, also the fin- 
ish and colors for each; hardware and 
accessories; choice of color for exte- 
rior fascia, soffit, sash, screens, gar- 
age doors, gables, etc. 

Occasionally, a customer will want 
a last-minute change in room design, 
which is worked out with the drafts- 
man. 

Buyer, too! Before joining Cicero 
Smith, Mrs. Sealy worked for man- 
ager Cy Brown as both buyer and 
salesman. Consequently, she now buys 
builders’ hardware, paint, lighting fix- 
tures, bathrooms, kitchen cabinets 
and accessories. 

An alumna of West Texas State, 
where she specialized in homemaking 
courses, Mrs. Sealy is currently em- 
ployed on a straight salary basis. 
About two-thirds of her time is spent 
in the firm’s home planning center, 
the remainder in the customer’s home. 

To work out decorating details, she 
estimates it takes one hour of her 
time for each 100 square feet of 
space. 


Lumber Broker Fined $250 
On Criminal Libel Charge 


Wesson P. Scoggins, Oklahoma 
City lumber broker has pleaded guilty 
to criminal libel and fined $250 in 
Oklahoma City common pleas court. 
Scoggins’ crime was in libeling the 
M. Herring Wholesale Lumber Co., 
Oklahoma City, when he filled out a 
credit questionnaire and returned it to 
the Lumbermen’s Credit Association, 
Inc., publishers of the Lumbermen’s 
Redbook. 

According to the court records, 
Scoggins told the Lumbermen’s Red- 
book that the Herring Wholesale 
Lumber Co. was being operated ‘as 
a blind for their wholesale liquor 
business in dry Oklahoma, and was 
hauling liquor into Oklahoma covered 
with lumber.” A copy of Scoggins’ 
questionnaire was introduced in court. 

Mike Herring, Sr. and his son de- 
nied the allegations made by Scoggins 
and urged the county attorney to 
prosecute him for criminal libel, a 
rare crime in Oklahoma courts. They 
produced evidence they do not deal 
in liquor. 

Attorney for Scoggins argued that 
if any crime was committed by Scoz- 
gins, it was committed in Chicago 
where the questionnaire was sent and 
where it was published by the credit 
association. An appeal to the state 
court of criminal appeals has been 
made by Scoggins on the grounds he 
ought to have been charged with the 
lesser crime of giving false credit in- 
formation. 

Mike Herring, Sr., and his son told 
the assistant county attorney they 
have filed a $1 million damage suit in 
Chicago federal court against the 
Lumbermen’s’ Credit Association. 
They said that is based on their 
claim the association circulated Scog- 
gins’ false information to subscribers. 
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Sales-minded 
Dealers 

are cashing-in on 
Orangeburg 
biggest ad 


Renu 


RANGEBURG IMAGE 


a Campaign 


NEXT IN THE SERIES. This colorful LIFE 


Magazine ad is pre-selling millions of % | 

consumers on the many advantages of 

genuine Orangeburg Root-Proof Pipe 

and Fittings. Tie-in and cash-in now. ry 1 | () We et 
mame amen 


Eee 





Once again, Orangeburg pulls out all stops to help you sell. During 1959, Orangeburg’s quality story will 
be told again and again to more of your prospects than ever before. With more ads! Bigger ads! Free display 
material! Free literature! Newspaper ad mats! You name it—Orangeburg’s got it. And it’s all to help you 
make sales easier; to be sure of more satisfied customers. Why not cash-in with genuine Orangeburg: Root- 
Proof Pipe and Fittings for house sewer lines, downspout run-offs...Perforated Pipe for foundation drains, 
septic tank filter beds. To make sure you get genuine Orangeburg “Look for the Silver Band*!” 
Write Dept. AL-79 for Circular SA-44, showing free Orangeburg Signs and Sales Aids. 
ANGEBURG ANDO T ve BAN ARE REGISTERED TRADEMARKS OF THE ORANGEBURG MANUFACTURING CO 
2 ® 
ORANGEBURG MANUFACTURING CO. 
Orangeburg, New York ° Newark, California H/T f] BU Re. 
A Division of The Flintkote Company, Manufacturers 


of America’s Broadest Line of Building Products Root-Proof Pipe and Fittings 
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what's tte PRICEP 


Price readjustments are evident in dimension and plywood 
items going from retail yards to contractors within the past sev- 
eral weeks. Prices dropped enough in the eastern and central parts 
of the country to affect price level figures, while in the western 
zones price increases caused a boost in the levels quoted. Ponder- { 
osa pine price levels, on the other hand, were somewhat upward. 

Evident in price reports from dealers is the relatively secondary 
importance of price as a sales builder, for prices asked by dealers 
in similar trading areas, having similar construction volume, freight 
rates, etc., continue to vary both in actual level and in the direc- 
tion in which they are moving. There seems little logical reason, 
for example, why one dealer is getting $141 for Std. dry R/L 2x4 
while another dealer with the same freight rate and in a similar 
market gets $150. The $9 difference can make a big difference 
in year-end net profits. 





Current Retail Price Levels 


(Prices at retail to typical one-house tractor cust , Not including discounts to volume accounts or cash buyers. These price level figures 
are averages of the prices reported for this perod. They do not necessarily show a trend from the last issue.) 


Zone 1 Zone 2 Zone 3 Zone 4 Zone 5 Zone 6 Zone 7 Zone 8 Zone 9 
North Middle Sovth East North East South 
LUMBER Atlantic Atlantic Atlantic Central Central 


Douglas fir: 
Dimension: Std. & Btr. green R/L 2x4 $138 140 135 
Std. & Btr. dry R/L 2x4 se tod 
Std. & Btr. green R/L 2x10 $145 $150 
Std. & Bir. dry 2x10 R/L $150 $160 
Boards: Std. & Btr. green R/L 1x6 and 1x8 $130 $145 —_— 


West Coast Hemlock, White Fir: 
Dimension: Std. & Btr. dry R/L 2x4 $135 $140 $145 
Std. & Btr. dry R/L 2x10 $140 $145 $150 
Boards: Std. & Btr. dry R/i 1x6 and 1x8 $145 $133 $145 


Western Pines: 
Boards: No. 2 & Bir. dry 1x8 R/L S48 or 
shiplap $240 $200 $180 
No. 3 & Btr. dry R/L 1x8 S$4S or 
shiplap $185 $150 $160 
No. 4 Btr. dry R/L 1x8 S48 or 
shiplap $160 — _ 


Southern Pine: 
Dimension: No. 2 & Btr. dry R/L 2x4 $115 $ 90 
No. 2 & Btr. dry R/L 2x10 $117.50 $100 
Boords: No. 2 & Btr. dry R/L 1x8 S4$ or 
D & M or shiplap $125 $118 


Hardwood Flooring: 
Clear oak 25/32"x2%4" $280 $275 
Select oak 25/32"x24%," $270 $260 


Interior Softwood Paneling: 
No. 2 ponderosa pine R/W $225 $230 
No. 3 ponderosa pine R/W $200 $220 


Wood Siding: 


Redwood bevel siding %’’x10” $280 
Cedar bevel siding %"x10” $280 








Wood shingles: 
Cedar shingles 5/2 #1 Bive 
Label 





PLYWOOD: 
Fir, Vs" DFPA-AD interior glue 
Fir, /e" DFPA-AD exterior give 
Fir, %” DFPA-CD sheathing interior give 
Fir, Yo" DFPA-CD sheathing interior give 
Fir, %&” DFPA-CD sheathing interior glue 
Birch, V4" A2 $ 
Philippine mahogany, V4" rotary cut 


MILLWORK: 
Phil. mahogany flush door 
1%""-2-6x6-8 
Birch flush door 14%”-2-6x6-8 
Double hung window unit 
2-4x4-6, glazed, weather- 
stripped and balanced 


BUILDING MATERIALS: 
Outside white paint, first grade 
8d common steel nails 
Mineral wool insulation, full thick batt 
Wood fiber blanket, std thick 
Ceiling tile 12x12” 
Acoustical ceiling tile 12x12” 
Y,” insulating building board 
25/32” insulating sheathing 
%” gypsum wallboard 
Va" tempered hardboard 








& 
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> ED: Production & Wetordry 


This Self-Service Sandpaper 
SANDPAPER CENTER | 


boosts sales 25"! 9 gauge 


FOR FASTER, EASIER SANDING! 





Here’s the way to boost your daily sales of sanding products: 
get your stock out in the open with the 3M K-1 Deal—a 
complete, simplified grit assortment in one convenient self- 
service unit... 


COMPACT! Only 18” high, 1114” deep, 10” wide . . . takes 
less than a square foot of counter space. 


COLORFUL! Bright green and yellow lacquer finish is a 
real eye-catcher. 

STURDY! Solidly constructed of 34” basswood. 4” sliding 
Masonite shelves make it easy for customers to help them- 
selves. 


COMPLETE! The K-1 Deal pictured contains one sleeve each 
of Very Fine, Fine, Medium, Coarse, and Very Coarse 
“PRODUCTION” BRAND Paper; and one sleeve each of Super 
Fine, Extra Fine, and Very Fine ““WetTorpry Tri-M-ite”’ 
Brand Paper. Three other K-Deals are also available 
with varied assortments of flint, garnet, emery cloth, 

and “‘WeTorpry Tri-M-ite” Paper. 


DON’T FORGET, you can also sup- 
ply your customers with famous top- 
quality “PRODUCTION” BRAND Cloth 
Belts, Cut Sheets, and Discs to fit all 
popular sanding machines. Ask your 
jobber for details! 
ORDER the K-1 Deal, or any 3M : 
arn ant ehaiipeennes Ses Stock these “Scotch” Brand Masking Products 
our jobber. Or, write us for complete . . . os pe 
Eestion Addrea: Sh Co. 90D for extra profits with paint and finishing supplies 
Bush Ave., St. Paul 6, Minn., Dept. 
AAB-79. ; er 
Painters, plasterers, and refinishing men can all prof- 
itably use “ScoTcH” BRAND Masking Products for 
be Th A faster, neater jobs with less clean-up time. Complete 
Sc OTC y B 2 AN D line includes ““ScotcH” BRAND Masking Tape, in a 
variety of widths; rolls of “ScotcH” BRAND Mask- 
Masking Tape ing Paper; and the time-and work-saving “ScoTCcH 
BRAND Apron Tapers that dispense pre-taped paper, 


‘ Ss C OTC 4 BP] R RAN D ready foruse, right on the job.““ScoTCH” BRAND Mask- 
4 ing Products are assortable for quantity price dis- 


counts. Ask your jobber for information, or write us. 
New A-815 Apron Taper 











— "SCOTCH", “PRODUCTION,” and “WETORDRY TRI-M-ITE” are registered trademarks of 3M Co., St. Paul 6, Minn, Export: 99 Park Ave., New York 16, Canada: London, Ontario-— 


E> >>, 
Minnesota Miinine AND anuracrurine COMPANY iy 


««- WHERE RESEARCH IS THE KEY TO TOMORROW SS 
>>; 
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OW 
to make a 
roll of fence 


We do it by dipping each roll of fence into a vat of red paint. 
The fence comes out shouting “RED BRAND®”’ Everyone sees 
the top red wire; everyone knows it identifies RED BRAND. 


Any roll of fence woven with the skill of Keystone craftsmen 
has the urge to shout. It wants to tell users it’s made of the 
finest wire and Galvannealed® for longer service. 


No matter where you display or store RED BRAND, your 
customers know at a glance you sell the best. That’s because 
RED BRAND is the best advertised fence on the market. 
We're constantly telling your customers why Keystone is the 
best: in leading farm magazines, on radio and television. The 
red top wire is their warranty. 


No wonder RED BRAND is preferred by more farmers in 
leading stock and grain raising counties than any other brand 
... in some cases it’s the favorite by more than 5 to 1. 


You'll find the same strong preference for the barbed wire 
with the bright red barbs. And the steel posts with the red at 


the top... RED TOP® The only fence line that 


Ask yourself the question. Why sell less when you can sell 


more of the best? One trial of RED BRAND will convince you. ° 
sells on sight 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, illinois 


Red Brand Fence « Red Brand Barbed Wire « Red Top Steel Posts « Nails 
Baler Wire « Non-Climbable Fence «+ Keyline® Poultry Netting » Gates 
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METAL PLATES used in fabrication of roof trusses 
and steel strapping used for efficient delivery are 
pointed out by Don Heese, truss department fore- 
man, Denver Wood Products Co. Straps are al- 
ways placed over the metal connectors, Heese 
explains. 


REASSEMBLY of roof trusses is one of the most popular of yard-made 
“component” operations. 

Roof trusses are often the first component to be manufactured by 
dealers who join the trend to local prefabrication. They are followed by 
dealer-fabricated wallpanels, interior partitions, floor systems and other 
house parts. The dealer earns profits on the fabrication labor as well as 
profits from the sale of his materials. Use of roof trusses saves time and 
money for builders. 

Lumber dealers fabricate and sell roof trusses in three ways: 

1. Specialty department or separate truss business, in which trusses are 
priced on a individual unit basis and sold to either builders or through 
other lumber dealers. 

This business is usually confined to metropolitan areas, either by large 
dealers or by wholesalers. Since the trusses are not sold as part of a ma- 
terials package, they will be subject to the same price shopping as piece 
lumber. Volume production is the only profitable way to sell roof trusses 
in this fashion. 

2. Sale of trusses as part of a dealer's component “package” to builders. 

Preferably, one price is given to the builder for a package of materials 
work, roofing and insulation. Some dealers supply the complete house 
which might include exterior wallpanels, sheathing, siding, flooring, mill- 
package, including appliances and plumbing. In the Lu-Re-Co (Lumber 
Dealers Research Council) and other systems, dealers fabricate wallpanels 
and other components together with the roof trusses. 

Trusses can be manufactured in volume and stockpiled at the yard. Or 
they may be made on individual order, known as custom fabrication. (See 
Nov. 24, 1958 issue of A.L.). 

3. Sale of trusses as part of dealer's complete house package sold to con- 
sumers. Erection is either by contractor customers, the dealer’s crews or 
the homeowner's own “sweat equity” labor. 

Control. Fabrication and sale of trusses as a specialty can give greater 
profit than selling the lumber for fabrication by builders. But for maxi- 
mum Dealer Sales Control (DSC), trusses must be part of a more complete 
package of components and materials, such as described in methods No. 2 
and No. 3 above. 

Types. To make trusses you precut wood members and assemble them 
on a jig table. Then you fasten the members together by one of the fol- 


lowing methods: 
Metal plates or braces, applied with some form of pressure. 
Ring connectors and bolts. 
Combination of ring connectors and nails. 
Nails and 1x4s and 1x6s as splice plates. 


Nails and glue (nails used merely to apply pressure on the gussets 
until glue sets). 
Dealer examples of truss-making success are shown on the following 
pages. On the opposite page you see a list of benefits from the use of roof 
trusses and details of a new assembly jig. 








Sales Tips for Use of Roof Trusses 


(These advantages of roof trusses were prepared by Compon- 
ents, Inc., a company which sells its trusses through retail lum- 
beryards. See page 46 for story on Components, Inc.) 


TIME SAVINGS 
* Speed site erection time. 


* Overcome delays due to weather. Get the house under cover 
quickly. 


* Never a call-back due to sagging roof. 


* No delays due to lack of materials. Entire roof structure is 
delivered at once. No reject pieces or culls. 


* Perfect fitting trusses are quickly positioned. 
* Save time in estimating materials required for job. 
* Make construction scheduling easier. 


MONEY SAVINGS 
* Exact building costs are known—No guesswork or estimates. 


* $75 to $125 per house may be saved as compared with con- 
ventional framing methods and materials, according to 
Components, Inc., and dealers who have had experience 
with truss construction. 
* Eliminate errors and waste on the job. 


* Eliminate on site labor of cutting and fitting of roof mem- 
bers and ceiling joists. 


PRECUT TRUSS PARTS are placed in jig in a horizontal position 
as above. The jig is tilted upright where plates are applied, 
as below. Then a small electric-powered air compressor oper- 
ates the air cylinders that provide constant, equalized pres- 
sure. 


MATERIAL SAVINGS 

* Eliminate interior bearing partitions since trusses are self- 
supporting. 

* Eliminate double top plate on interior partition walls. 

* Eliminate double floor joists under interior bearing partitions. 

* Cut down on the size of floor support beams. 

* 25% to 30% material saving on roof members and ceiling 
joists. 


LABOR SAVINGS 


* Flooring can be laid over entire floor area—Clear span elim- 
inates cutting and fitting of flooring. 

* Dry-wall can be applied to all exterior walls and ceilings be- 
fore interior partitions are installed. 

* Cut down on the job cleaning of scraps cuttings and waste. 


ADDED HOME FEATURES 


* Gain greater room flexibility—interior partitions are placed 
for planned layout and not limited by bearing partitions. 

* Even ceilings—no deflection of ceiling joists. 

* No sagging. 

* Structural rigidity. 


New Jig for $1,250 Makes 120 
Trusses Daily With Four Men 


C. R. Dohrn, president of an Iowa building materials 
distributing firm, began making trusses with Sanford plates 
in 1957. To reduce his own costs, the B-D jig you see at 
left was developed and is now available to dealers every- 
where. 

“Today we make 120 K-120 Series trusses per day where 
last year we made 80 per day, using the same labor,” 
Dohrn said. Change-overs to different pitch and length 
spans can be accomplished in five minutes, he explained. 

Several jigs can be alternately loaded, plates applied and 
released to the conveyor line for pressing. 

Because the jig is tilted to an upright position after in- 
serting truss parts, both sides of the truss can be worked 
on at the same time. 

Plates are secured by small air compressors which can 
be seen in lower picture at left, attached to the jig. 

The jig does not have to be bolted to the floor. It can be 
moved to any location, Dohrn said. 


For more information, write to the editors of American 
Lumberman, 59 East Monroe, Chicago 3, II. 
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Trusses Make Sense 
(Begins on page 42) 


DSC—Dealer Sales Control: 
“When a dealer controls his 
sales, he performs services for 
contractor or consumer and as- 
sures himself adequate profit 
on sales and customer satisfac- 
tion”. 

Here’s how Chicago’s Edward 
Hines Lumber Co. is putting 
DSC to work in its new roof 
truss fabrication service. .. . 


PRECUT TRUSS PARTS are laid out on jig on top of Gang-Nail plates, held in place 
by cam-like clamps which hold the wood firmly, close and open fast. Plates for top 


side are then laid on as shown above. 


Fabrication Lures New Contractors 


Customers of Hines’ yards in Chicago area like savings on 
labor and materials; Gang-Nail truss finds ready acceptance. 


By fabricating light roof trusses 
Edward Hines Lumber Co., Chicago, 
is offering contractor customers a 
new service. 


And contractors definitely like it, 
according to William J. Yetter, sales 
manager, Hines central sales depart- 
ment. 


Contractors get at least four specif- 
ic benefits from Hines roof trusses: 


¢ Better lumber (truss lumber is all 
kiln-dried Douglas fir or west coast 
hemlock, WCLA grade, with 1,200 
and 1,500 p.s.i. stress ratings.) 


* Approximately 10% savings in roof- 
framing materials plus labor (more pro- 
duction with less men on the job, gets 
house under roof fast.) 


* Compensates for current carpen- 
ter shortage in the Chicago area. 


* Eliminates lumber waste and _pil- 
ferage on the job. 

Union approves. In the Chicago 
area, the locally-strong Carpenters Un- 
ion long has opposed precut lumber, 
but shop-built roof trusses have their 
approval. Hines uses union carpenters 
to make the trusses. Each truss is 
union-labeled. 

Hines uses the Gang-Nail truss (al- 
so called the Jureit truss). This is a 


LOW-BED TRAILER, spe- 
cially built for this serv- 
ice, makes job-site un- 
loading easy for two 
men handling one truss 
at a time. 
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A LIGHT TAP on each plate holds it in place for the trip 
through the press where its protruding ‘‘nails’’ will be forced 


into the lumber. 





ee 


PRESSING OPERATION takes 30-40 seconds; then completed 
truss is removed from the jig, stacked in a rack. 


wood frame unit fastened at joints on 
both sides with 14-gauge galvanized 
steel Gang-Nail plates. These plates 
have two %7”x13/16” “nails” per 
square inch of plate projecting from 
their surfaces. 

Precut wood members are laid up 
in a jig, sandwiched between the 
Gang-Nail plates. The wood parts are 
cut so each has full bearing on adja- 
cent pieces. Then the entire loaded jig 
is passed through a hydraulic press 
which forces the Gang-Nail plates 
home on both sides of each joint. 
Toggle clamps in the jig hold parts in 
line during the pressing operation. 
Four men service the jig and press, two 
more pre-cut lumber for them. 

The press is an oil hydraulic four- 
cylinder unit with 4’x10’ solid plat- 
ten. A powered conveyor draws truss 
loaded on the jig through the press and 
a battery of three radial arm saws 
precuts the lumber. Trusses are re- 
moved from the jig by hand after 
pressing, then stored inverted in a 
rack nearby. A fork truck then loads 
them on a low-bed trailer of special 


design. At the job two men unload 
the trailer by hand. 

Truss sizes. In the Chicago area the 
most popular truss has 4-in-12 pitch, 
26’ to 28’ long. Hines can make 
these trusses at the rate of 200 per 
day using the Gang-Nail machinery 
and four men. 

For changes in pitch, total length 
and overhang length, the jig can be 
changed in 10 minutes. The jig can 
make any truss from 16’ to 36’ in 
2” increments and 1'2-in-12 to 6-in- 
12 pitch; it will handle standard W- 
trusses, scissors-trussed rafters, valley 
jack trusses, hip-trussed rafters and 
girder trusses. Currently Hines is 
limiting production to standard W- 
trusses, shortly will begin production 
of other types. Sheathed gable ends and 
“roof ladders” (pre-framed gable-end 
overhangs) also are made. 

“We bought the jig from Gang-Nail,” 
says Gene C. Jackson, Hines’ architect- 
engineer who with A. F. Muschler, 
technical director, adapted the Gang- 
Nail system to local needs. 

“The other equipment came from 
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ENTIRE TRUSS and jig table are drawn through the press; 
broad platten completes several joints at one stroke. 


READY FOR LOADING, these Hines-built roof trusses await 
the fork lift to place them on the delivery truck. 


other sources. We buy our Gang-Nail 
plates from Gang-Nail, keeping an in- 
ventory of over $10,000 of these,” 
added Jackson. “We have a franchise 
to use the jig and plates. The fran- 
chise brings us a lot of technical help, 
including complete fabricating draw- 
ings and cutting schedules of truss 
parts. As a franchise holder we come 
under FHA’s acceptance of the Gang- 
Nail truss as stated in FHA engineer- 
ing bulletin No. SE-230.” 

Hines has not found it feasible to 
build up an inventory of roof trusses. 
Assuming production capacity is 
available, about 10 days is needed 
from receipt of order to delivery. 

The cost of the Gang-Nail plates 
averages about $1.50 per truss. This 
is less than the cost of plywood gus- 
sets, glue and nails used in glue-nail 
trusses, Jackson says. 

However, if customers want glue- 
nail trusses, Hines will build them. 
Hines began its truss fabrication on 
that type a year ago in a small way. 

“New customers are _ increasing,” 
Yetter says. 
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Truss Making Makes Sense 
(Begins on page 42) 








PRECUT PATTERN BOARDS, stacked upright neur saw, are fastened into place to insure uniformity of angle cut for wood truss 
members at Components, Inc., Littleton, Colo. 





Kroonanbarg Lumber. Co. 


1908 SOUTH BROADWAY SH. 4.3171 


ma Fr Dealers Buy 


Feb. 12, 1958 


Now Available .. . 
WOOD ROOF TRUSSES 


Trusses 








from Specialist 


No Costly Errors 
asthe Soin Upwards to 100 roof trusses per 


FHA & VA Approved day can be produced by Den- 
Any size truss made te order ver fabricator, headed by for- 
mer lumber dealer. 

See us now for prices for your next job! 
36 yrs. of service te Denver & the surrounding area. 











PROMOTION PIECE used by Kroonenberg Lumber Co. 
shows how retailer customers of Components, Inc., 
spread word of truss components to builders. 
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44*Fomorrow’s Building Methods— 

Tteaayr" is how Components, 
Inc., Littleton, Colo., labels its wood 
roof trusses. 

Incorporated for $48,000, the firm 
is furnishing roof trusses for home 
builders—both individual and_ tract 
contractors—in the metropolitan area 
of Denver. 

Sales are made to the builders 
through retail lumber dealers, accord- 
ing to Henry G. Smith, Sr., secretary 
of Components, Inc. “Lumber deal- 
ers appreciate this policy and have 
cooperated in promoting our prod- 
uct,” he said. 

Selling through dealers has proved 
to be a fast way of building volume. 
Since starting last January, they have 
been fabricating 100 trusses daily to 
supply the demand. 

The formation of Components, 
Inc., stemmed from a mutual business 
acquaintance between Smith’s son, 
Henry G., Jr., who is president of the 
corporation and Thad Walker, pres- 
ent vice-president. The senior Smith 
is secretary and Dick Jackman is treas- 
urer. Both Walker and Jackman are 
with Walker Lumber Co., Casper, 
Wyo. 

Initial engineering data for com- 
puting angles and stresses was fur- 
nished by Truss Prefab Inc., Colorado 
Springs. 

Present retail prices for a 24’ span 
is $13.75. The 28’ span is being 
quoted at $14.75. 





PARTS OF A ROOF TRUSS 


Gusset Plate both sides 
at each joint, “x”. 
Sauore cut 


Rotter end—.~ 
\ 


Plumb cut 
Rafter end 





; BOTTOM CHORD # 
Full Scarf Cut ‘Splice 


*, 
—Top plate of wall ‘ 
~Overhang Overhang~” 





4 i 
Regular Scarf Cur! 


Ee ee 
Flush Cut 


Lookout for Boxed Soffit Top & Bottom Chord 


HOW TO MEASURE AND ORDER A ROOF TRUSS 


Length of Truss 
FRAME OR BRICK VENEER OVER FRAME WALL - Measure the distance between the 
outside edges of the top plate. 
SOLID MASONRY WALL - Measure the distance between the outside edges of the masonry 


wall. 








Length of Overhang 
FRAME OR SOLID MASONRY WALL - Measure the distance from the outside edge of top 
plate or masonry wall to the end of the rafter in a horizontal plane 
ICK V R OVER FRAME W - Measure the distance from the outside edge of 
the top plate to the end of the rafter in a horizontal plane and ADD 5}>"" for the width 
of brick. 


NOTE - If overhang is not the same for both ends of truss - give overhang for each end. 





Pitch - Give the pitch of the roof 
End Cut of Rofter - Specify Plumb Cut, Square Cut or Wild (not trimmed). 


Number of Trusses - VA and FHA and conventional standards generally specify that trusses 





be pio. ed 24" on center and secured with acceptable framing anchor. 





Equipment. Basic equipment being 
used constitutes a De Walt saw; a 2- 
horse electric power 37-ton press; a MERCHANDISING PROGRAM for retail dealers by truss fabricator includes sales 
32-foot-length assembly table; and a training data for dealer salesmen. Data above shows part of roof truss, how to mea- 

(continued on page 50) sure and order from Components, Inc. 








PRESS EXERTS 37-TON PRESSURE, seal- 
ing plates into the hemlock wood. One 
man on each end hold members for 
press operation. Trusses up to 32’ use 
2x4s, construction grade or better. Lar- 
ger units require 2xés. 


32’ JIG is used for initial nailing of 20-ga. steel perforated plates furnished by Truss 
Prefab, Inc. Plates are nailed into place by 114” galv. nails. Web members are 
placed at 45 degree angle on 4/12s and about 29 degree angle on 3/12s. 
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NEW KAISER ALUMINUM 
ROOFING AND SIDING PRODUCTS 


or farm...residential...and commercial uses! 


NEW KAISER ALUMINUM DIAMOND-RIB* ROOFING mn 


e First aluminum roofing to carry a 30-year e Diamond embossed for distinctive beauty, 
warranty against corrosion less glare 





e Rugged ribbed construction makes it stronger ¢ Leakproof non-siphoning drain channel 


e Simple to stock — one width, one gauge, one 
e Longer — 14’ and 16’ lengths are standard dimend eniliesiad Waid 


e Wider — 48” net coverage after lapping e Nails with diamond embossed head to match 


Stock new Kaiser Aluminum Diamond-Rib roofing in lengths of 6’, 7’, 8’, 9’, 10’, Il’, 12’, 14’ and 16’. 


NEW GREEN DIAMOND-RIB* SHEETS ) 





e Neutral green color-primed on both sides e Cool green color eliminates glare 


e One color only, to simplify inventory — yet cus- e Special finish improves weathering character- 
tomers can easily paint sheet any color desired. istics 
No primer coat is needed e Plus — all of the inherent advantages of natural 
e Low cost, to give you an important selling finish Diamond-Rib: ribbed construction, diamond 
advantage embossing, etc. 


New green Diamond-Rib opens up new sales opportunities for you — 
patio covers, carports, fences, garden sheds, and many more! 


NEW LONGER, WIDER CORRUGATED ALUMINUM ROOFING vik 


e 51%” wide to provide a full 48” coverage after e Stucco embossed to cut down glare, add to 
lapping dent resistance 





e From 6’ up to 14’ and 16’ long to eliminate end @ Popular 2%2” corrugation and .019” thickness for 
laps on many roofs fast sales 


*Trademark 
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30 YEAR WARRANTY 


Diamond-Rib Roofing 


Stock Kaiser Aluminum 
Building Products For 
Bigger Sales, Bigger Profits! 


Order now through your Kaiser Aluminum 
Building Products distributor or sales- 
man. Kaiser Aluminum & Chemical Sales, 
Inc., Building Products Dept., 1924 
Broadway, Oakland 12, California. 


L ALUMINUM 


Kaiser Aluminum backs up its products... 
backs up its dealers! 


See “MAVERICK”, Sunday Evenings, ABC-TV 
Network, Consult your local TV li 





GAS and ELECTRIC BUILT-INS 
are 


INTERCHANGEABLE 





INTERCHANGEABLE 
GAS or ELECTRIC OVENS 


DOUBLE 
OVEN 
ELECTRIC 


J. 


MATCHING GRIDDLE 
MODEL 16” UNIT 


16” TWO UNIT 
RANGE TOP 


36” RANGE TOP 
WITH GRIDDLE 


TENNESSEE STOVE WORKS 
CHATTANOOGA 1, TENNESSEE 





OF DURABLE 
ACRYLIC PLASTIC 


FOR THE SUCCESSFUL BUSINESS LOOK! 


What Does Your Business Front Say About Your Company .. . 
Your Products ... Your Service? The sign on your building is 
your “business card”’ to potential customers. No matter what you 
make or sell—a good front is an important business asset . . . and 
Plasticles Sign Letters give your business distinctive, personalized 
identification that will be looked up to and remembered. 


The Right Sign is Important—Choose sign letters that beautify 
your building . . . that add prestige to your business. Plasticles Cor- 
poration manufactures a wide variety of designs and color combi- 
nations to choose from. 


Send Coupon for 
ilustrated Bulletin 


Find out how you can identify your 
business with colorful Plasticles 
Sign Letters. Guaranteed not to 
fade, chip or crack. Get complete 
information on “what to look for 
when buying sign letters.” City Zone___State. 

=e» REPRESENTATIVES IN PRINCIPAL CITIES =—— 


Circle No. 27 on Handy Cover Card 


PLASTICLES CORPORATION 
14583 SCHAEFER ROAD - DETROIT 27, MICH. 
Mail Illustrated Sign Bulletin to... 





Name 
Address___ 











HENRY G. SMITH, Sr., former lumber 
dealer and now head of truss firm which 
markets through retail lumberyards. 





DEALERS BUY 
(begins on page 47) 





straddle trailer which can deliver 32 
trusses at a time direct to the job or 
to the dealer. 

This equipment is assembled in a 
compact section of a 100’x200’ sheet 
metal building with the majority of 
space being used for storage of raw 
material and finished trusses. 

“Actually this basic set-up has been 
tested for production rate. We have 
obtained a rate of finishing 16 aver- 
age size trusses per hour with our 
present force of two men—this in- 
cludes sawing, assembly and _ final 
nailing,” Smith said. “With the pos- 
sible addition of a couple more men 
and one more saw, we feel that we 
can profitably furnish a market up to 
130 mile radius.” 

The company recently obtained one 
single order for a 200 home develop- 
ment, 24 trusses to each house. 





Distributors Announced 

¢ Curtis Companies, Inc., Clinton, 
Iowa, has appointed Woodwork Dis- 
tributors, Inc., Knoxville, Tenn., a Cur- 
tis wholesale millwork distributor for 
the area comprising eastern Tenn., 
southeast Ky. and western Va. 


* Pioneer Plastics Corp., Sanford, Me., 
has named The Davis Plywood Corp. 
as its distributor of Pionite Lifetime 
Laminates in Cleveland, Columbus and 
Toledo, Ohio. 


¢ Eastern Tile Distributors, Reading, 
Penna., has been named distributor by 
Mastic Tile Corp. of America, Vails 
Gate, N. Y. The Reading Co. will dis- 
tribute Matico asphalt and vinyl-as- 
bestos tile in the eastern div. 


* The Glaser Corp. has been named as 
distributor in the Cincinnati and Day- 
ton, Ohio, areas for the General Elec- 
tric Textolite line of laminated surfac- 
ing plastics. 
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Truss Making Makes Sense 
(Begins on page 42) 





Detroit Dealers See Threat 
In Component Specialists 

Lumber dealers in the Detroit, 
Mich., area see a threat to their busi- 
ness in the rise of fabricated house 
components including roof trusses for 
home building. 

“They're a threat because they can 
go to the contractor through other 
distribution channels,” commented a 
Detroit lumber executive who asked 
his name not be quoted. 

At press-time light roof trusses for 
homes were not much of a threat; 
their production has been tied up in 
labor disputes for a month. Argument 
is whether they are to be made at the 
carpenter wage rate or at the lower 
millman’s rate. 

Chief fabricator of home building 
roof trusses in Detroit is Michigan 
Building Components. 

Another fabricator is Michigan 
Timber & Truss Co. which provides 
for a 10% gross profit to dealers sell- 
ing their trusses. Michigan Building 
Components sells only to Standard 
Building Products Co. which makes 
no bones about selling direct to con- 
tractors in house-lots. Lumber dealers 
are invited to buy from Standard for 
resale in small lots, and some of them 
do. The firm began several years ago 
as a specialty outlet, selling aluminum 
windows direct to builders. It now 
has what it calls “a complete building 
component line”. This line includes 
trusses, concrete block, closet doors, 
pre-hung doors, builtin range and 
oven, a specialty masonry facing for 
homes, sliding glass door-walls, kitch- 
en cabinets, shdwer enclosures, bay 
windows and brick. 


Announces Truss Department 


Builders at Colorado Springs, Colo., 
are being offered construction econo- 
mies of $100-$150 per house by 
Crissey-Fowler Lumber Co. in that 
city. Savings are promised as the re- 
sult of yard-fabricated roof trusses. 
The light weight trusses are suitable 
for homes and commercial structures. 

“Savings come to a contractor be- 
cause of four factors,” said Roy 
Schwitzgebel, in charge of Crissey- 
Fowler’s roof truss department. 

“Less material is used because the 
trusses are spaced on 24” centers; 
there is less material to be handled on 
the job; doubled plates are eliminated 
over partitions and door openings; 
and foundations under center parti- 
tions are not needed,” he said, point- 
ing out that roof trussed homes have 
no interior bearing partitions. 

The trusses are made in the Crissey- 
Fowler yard under license from a de- 
signer-manufacturer. Each truss weighs 
100-108 pounds. The lumber compa- 
ny announced the new business in a 
5-col. newspaper advertisement. 
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FRANTZ 


No. 2400 SERIES 


FILUMA DOOR* 


made of Fiberglass with Aluminum Frame 
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New, Smart Beautiful! 


Lets light in. Colorfully translucent, the Frantz 
“FILUMA" comes in yellow, white or coral. Blends 
beautifully. It diffuses a soft daylight inside the 
garage, eliminating dark areas. 


Keeps weather out. “FILUMA" 4-Section Doors 
utilize sculptured FILON Fiberglass. Guaranteed 
five ways .. . shatterproof, weatherproof... nylon 
reinforced for extra strength . . . backed by a light- 
weight rugged frame of extruded, tempered Alumi- 
num. Fleximatic guide seals top of door against 
header—entirely automatic. Positive overlapping 
joints between sections. 


Eliminates Painting. Easiest of all doors to 
maintain. Clear-through color, never needs painting. 


A New concept in garage door engineering. 
A complete “FILUMA” Door weighs only 4 as 
much as the same size wood door. Installs more 
quickly, operates amazingly easy. Cannot bind or 
warp. Requires only 11%” headroom. Zinc-plated 
hardware and track, Chrome handle, inside-outside 
latch, full 14 inch radius curve. Complete range of 
single and double width sizes from 8’ x 6’6” to 18’ x 


Always New Looking .. 
7’ inclusive. Write today . . . or wire now! 


eoereeeeeeeeeereeeeeeeeeeees 
FRANTZ MANUFACTURING CO., STERLING, ILL. 
RUSH COUPON for DETAILS TODAY 


Name. 





Firm 





Address. 








City. State 


*Patent Pending 
eeeeeeveeeeeeeeeeeeeeeneeeeee 
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ROOF TRUSS is switched from one side to another in dealer's mill by means of overhead pulley. Then the other side is nailed. 


Aims to Treble Truss Sales This Year 


Maryland dealer says labor saved at site is what builders 
like best about preassembled roof trusses. 


Last year the Devlin Lumber and 
Supply Corp., Rockville, Md., set up 
its own truss manufacturing depart- 
ment. From June to December the 
company turned out trusses for 150 
houses. 

Now in full swing, the roof truss 
program at Devlin will stack up sales 
of trusses this year for three times 
that many houses. Before making its 


52 


own trusses the company bought 
ready-made units from a nearby fab- 
ricator. 

“Demand for prefabed trusses is 10 
times our current production,” said 
Andrew Devlin. “Capacity limits us. 
Also we want to go slowly to dis- 
cover all the problems before jump- 
ing into a greatly expanded volume. 
The potential, in our opinion, is tre- 


mendous.” 

Shipping up to 35 miles, the Mary- 
land company sells its trusses only to 
builders. This includes both tract 
builders and custom contractors. 

What builders like. President Dev- 
lin points out that there is a slight cost 
savings for builders, perhaps 2% or 
3%, from the preassembled roof trus- 
ses. “But the popularity of roof trus- 
ses stems from the builders’ difficulty 
in obtaining carpenters. The builder 
is more concerned with ability to build 
houses, not costs.” 

(continued on page 54) 
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YIPPEE 


oat American RANGER 
BARR IviRe Barbed Wire brings 
in the business ! 


When they come looking for a real bargain in barbed 
wire, show ’em low-cost USS American Ranger. Tell 
’em about its remarkable strength and durability. For 
here’s a lightweight barb that’s approximately as strong 
as regular 124-gauge barbed wire . . . and Ranger gives 
the same protection as a heavier gauge product. 

Yes, Ranger is a great bargain for all of your cus- 
tomers. And it is a good profit-maker for you. Just what 


you need to meet all types of competition. See your local 
American Fence salesman . . . or write American Steel 
& Wire Division, Dept. 994, 614 Superior Ave., N.W., 
Cleveland 13, Ohio. USS, American and Ranger are trademarks 


American Steel & Wire 
Division of 
United States Steel 


Cotumbia-Geneve Steel Division, Sen Francisco, Pacitic Coast Distributors 
Tennessee Coal and iron Division, Fairfield, Als., Southern Distributors 
United States Stee! Export Compeny, Distributors Abroad 


USS AMERICAN Fence Posts USS AMERICAN Fence 


—available in three durable types. They drive quickly There’s more in use than any other brand. And here’s why: 
and easily for fast fence erection. Slit-wing anchors Proper galvanizing gives long service. Deep, permatient 
assure firm setting. They are ideal for permanent, weather curves keep it taut and neat in any weather. Hinge 
temporary or contour fencing. Display all three types joints allow it to flex when pressure is applied, American 
along with a few rolls of fence. Fence—the farmers’ all-time favorite. 
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WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WATER} 
PUTTY 


WILL NOT SHRINK 
STICKS AND STAYS pif 
‘ 


——— 





Most dealers report: 
“Our sales of Dur- 
ham's Rock - Hard 
Water Putty keep 
os year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
tg you by far the 
est profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 

lay. Available in 25, 50, 100-lb. drums for 
ndustrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 30 on Handy Cover Card 


(‘Here's the one that 





COMPANY 


Dee teines, 
towa. 








SYMONS 
Form Brace 


Adjusts 
at Top 
of Form 
or at 
Steel 
Stake 
Level 


Newest addition to Symons line . . . steel 
form brace. It is easily tied to pre-fab or 
built-up forms and to wooden or steel 
stakes. Once attached, brace can be ad- 
justed at top of form or at stake level for 
positive alignment. Comes in regular 
lengths of 6’ and 106”. Brace extensions 
available. 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Ave., Chicago 39, Ill., Dept. G-9 
Please send complete dealer price information 
on your NEW FORM BRACE. 


Nome______ 
Firm Nome__ 


Address 


ee | 
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TREBLE TRUSS SALES 
(begins on page 52) 





There is some lumber savings in the 
truss plan, according to Laurence Boi- 
do, department manager. A _ truss 
made by conventional methods on a 
job would require 2x6s or 2x8s for 
roof rafters, he explained. “Now we 
use 2x4s up to 26’8” and beyond that 
2x6s for top cords,” said Biodo. 

The dealer’s salesmen spread the 
word about the new truss depart- 
ment. Other than that, word-of-mouth 
among builders has been the prime 
promotion for the trusses. 

Using 10,000 square feet of an 


STEEL STRAPPING is 
house basis. 


ERECTION IS FAST. Scene at 
right is typical installation on 
a custom house. In most cases 
trusses are spaced 2’ o.c. The | 
ready-made trusses solve build- 
ers’ problem of getting carpen- 
ters at site, explains Andrew 
Devlin, Maryland dealer. 


existing mill, Devlin’s set up jigs and 
hired extra men for the manufactur- 
ing job. Since its trusses are hand- 
nailed there was no need for special 
presses. Engineering for different sizes 
of trusses was given by the Templin 
Co., suppliers of the connecting plates 
used by Devlin’s. 

Truss construction was cleared 
through FHA, VA and various build- 
ing codes. Codes in the area require use 
of 1,500 PSI grade of fir in top and 
bottom cords wherever 2x4s are used. 
This meant going up two grades from 
standard. 

Trusses are made per job and are 
not stockpiled. One man cuts lumber 
on the saw and 10 men or five per 
jig nail the trusses and band them. 


Sew 
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Hickory handles shaped for firm grip, clear 
lacquered and securely wedged. Perfect bal- 
ance. Alloy steel heads precision hardened and 
tempered. 5 new models of top quality claw and 
rip hammers — 6 new popularity priced ball 
pein hammers. Finest alloy steel heads. 


BRAND NEW SQUARES 


Accurate, well-finished squares with @ 
double hairline level and cat's eye | 
vial. Hardened, spring-held scriber. 

4 types ...12” and 6” ... including 
special promotion-priced square list- 
ing at only 99¢. 


FINEST FOLDING RULE 


Large, easy-reading bers. 4” graduati 
on all four edges. Smooth- -working tresh-ghuted 
joints. Extends to 6 ft., plus 6” brass slide for 
inside measurement or depth gauge. No. 160 
. . « list price $2.50. 





NEW Ball-Bearing 


DRILL at only $29.95 List 


High performance — low price! New 14” drill 
has ball-bearing armature for extra power and 
smooth operation. Full 2.7 amp. rating. 2250 
RPM gearing for high torque. Full-grip side 
handle, 7 ft. 3-conductor cord. Direct-drives a 
wide line of inexpensive attachments. A real 
bargain for professionals or home hobbyists. 


STEEL MEASURING TAPES 


THAT “MEASURE UP” 


Flexible 34” white-faced steel, inches ond frac- 
tions in black, 16” stud markings and quick- 
reading foot figures in red. 50 ft. and 100 ft. 
lengths. Deluxe models with steel case. Easily 
refilled. Standard models with plastic case . . . 
cost less than the usual price of a refill. Pack- 
aged in handsome, hang-up display boxes. 


STEEL PIPE REAMERS 


Remove burrs from end of pipe, countersink or 
enlarge holes in sheet metal. Bit brace shank. 
Fast sellers to plumbers, electricians, tinsmiths. 
Three sizes. Fit pipes 4%” to 1”, 44” to 1%” 
and 4%” to 2”. Selected alloy steel. 


No. 4006 BIT SET 


Plastic pouch with “hang- 
up” holes contains popu- 
lar selection of six bit sizes 
%”, Vy", 5”, %”, %_” 
and 1”. List price $4.25. 


CUT-OFF 
SAFETY BLADES 


Resin-bonded with 5g” arbor holes. Cut tile, 
pipe, cinder block, concrete. 6”, 7” and 8” 
blades for both non-ferrous metals and masonry. 


COMPACT sana on n we WO 
MERCHANDISER 


No. 1678, complete assort- 
ment of blades to fit all 
standard electric saws. Dis- 
play free. List price of 12 
blades contained, $54.25. 


NEW UNIVERSAL LATHE 


No. 2180 
$34.50 List 


The low-cost way to produce high quality woodworking. 
Packed with superior sales features. Turns work up to 8” 
in diameter and 30” long. Can be powered by any drill 
or motor with at least 4 H.P. Particularly suited for use 
with the famous “888” Power Unit. Many accessories. 
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NEW QUIK-BITS 


Priced for volume sales. Hex 
shanks for slip-proof drive. Fit 
any 4” or larger chuck. Each is 
carded for self-service and dis- 
play. Six popular sizes ranging 
from %” to 1”. List price $.69. 


HEAVY DUTY 
POWER BITS 


Bore big holes easily — cut through 
ordinary nails or other obstructions. Fit 
any %” or larger drills. No. 838 Series 
— 8 sizes from 5g” to 1%)”. Accessories 
include Quick-Change Chuck, 14” Ex- 
tension, and Shank Adapter for use 
with 44” drills. Depth of cut is 7” 











POWER BIT MERCHANDISER 


No. 8380, eye-catching, FREE display. 
Hard maple demonstration block drama- 
tizes bits’ tremendous cutting power. 


Circle No. 32 on Handy Cover Card 








ROOF COMPONENT PACKAGE ready for loading onto semi- in a forthcoming issue of American Lumberman. Fabrication of 
trailer truck at Independent Lumber Co., Cleveland, Ohio. these rafters, as well as wallpanels, will be demonstrated for 
Two loads like this comprise one house job. Complete story of dealers who attend the National Retail Lumber Dealers Ex- 
dealer's Heritage Homes component sales program will appear position in Cleveland, next November. 


PATTERN BOARD for rafter member is placed atop piece 
to be precut. Worker pounds the point where screw in 
pattern board will indent wood and thus mark exact 
spot to be drilled for ring connector. The worker also 
marks guides for end cuts according to pattern board. 
Rafter piece is then rolled into position for sawing. 


PORTABLE ELECTRIC SAW makes quick 
cut along guide lines marked in pencil 
from pattern board. The saw is kept per- 
manently at this location. 
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RIDGE BOARD is at- 
tached to rafters at 
site after rafters and 
joists are ring con- 
nected. Note place- 
ment of inverted 
rafters at right 
above, on floor of 
house. Erection of 
above framework 
was achieved in half 
a day; picture was 
taken at 12:40 p.m. 
the same day that 
Truss Making Makes Sense erection began. 
(Begins on Page 42) 


Rafter-Joist Units Made for Prefabs 


roof components and wallpanels on 
a wholesale basis. The dealer custom- 
ers of Independent will also receive 
complete merchandising, engineering, 
estimating and pricing data for the 
Heritage Homes. Details of the com- 
plete franchised component house 


Precutting and ring assembly is part of Ohio dealer's com- 
ponent program. The components are stockpiled and will be 
sold to other dealers on wholesale basis. 


Most of the component homes, 


Using a drill, a portable electric 
which also use a unique tongue-and- 


saw, two roller conveyors and Teco 


connector rings, the Independent Lum- 
ber Co. of Cleveland has produced 
rafter-joist packages for more than 600 
homes. The components are sold as 
part of the dealer’s Heritage Homes 
packages. 


groove panel system for both exterior 
and interior walls, have been sold to 
Cleveland area builders. 

This month the Ohio firm launches 
a new program, which will enable 
other lumber dealers to purchase the 


DRILL AND RING CUT is next on dealer's assembly line for rafters and joists. They are 
stockpiled by dealer and can be quickly order-picked into house loads, as pictured 


at top of opposite page. 
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program will be described in a forth- 
coming issue of American Lumber- 
man. 

George Ballinger, manager of Inde- 
pendent Lumber Co., said that the 
rafter-joist system is efficient from 
both a manufacturing standpoint and 
from the savings, which come from 
easy delivery and fast site erection. 

Rings are put into place at the In- 
dependent shop. Then a man at the 
site simply puts bolts into the ring 
connectors. 

Ballinger said that he is now con- 
sidering several systems of making 
trusses, which will be offered to deal- 
ers along with the rafter-joist package 
components. He feels that there are 
advantages to both the roof compo- 
nent systems. 

Unlike most dealers, who fabricate 
components on a custom basis, Inde- 
pendent Lumber produces its rafters 
and joists (as well as its wallpanels) 
in volume and stockpiles them in ad- 
vance of orders. 

The components are coordinated 
with engineered Heritage house plans 
on a 16” module unit basis, so that 
the number of sizes of components 
are kept to a minimum. The compo- 
nents are order-picked from ware- 
house stocks in the same manner that 
millwork is warehoused and shipped. 

Fabrication savings are made from 
stockpiling, as opposed to custom cut- 
ting, because you reduce the changes 
in the jigs, Ballinger explained. 

Independent Lumber is part of the 
Peter-Kuntz chain of yards. 
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MAJOR MANUFACTURERS INTRODUCE 





House Paint That Lasts 50% Longer 


New water-thinned exterior acrylics will go over damp surfaces, dry in 
minutes, end blistering problems. But every claim is qualified by proper 


application. 


Four years ago the first exterior 
acrylics appeared on the market. 
Pushed as a “wonder paint” by rela- 
tively small manufacturers, they were 
often untested, over-rated. They 
cracked, peeled and shriveled on the 
job, creating outraged customers 
across the country. This is a fact that 
should not be ignored or justified by 
alibis. 

Major paint manufacturers in 1955 
refused to be quoted on exterior acryl- 
ics, but the record now shows they all 
began extensive research about that 
time. That they were successful is doc- 
umented by new exterior acrylics now 
being marketed by big-time manufac- 
turers—DuPont, John Lucas and this 
month, Glidden. 

By the end of 1959 it is anticipated 
that practically all major paint produc- 
ers will be offering a water-thinned 
exterior acrylic to the trade. 

Sales features. Just why will this new 
paint appeal to your customers? The 
benefits are obvious: 

Longer life. DuPont claims “50% 
longer life than regular house paint 


Two Sales Approaches 














— SCR ER ER OE SPs Re 
DUPONT is supplying dealers 
with hard sell mats talking up 
durability of acrylic paint. 
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when applied over properly prepared 
surfaces.” Glidden, more informative, 
says, it is “equal or superior to pre- 
mium oil-based paint, at least 50% 
longer lasting than standard house 
paint.” 

Dries in minutes. Most acrylics 
dry bug-free and dust-free in 20 to 
30 minuts. A second coat may be ap- 
plied the same day. 

Surfaces may be damp. A slight 
amount of water on damp siding can- 
not harm the job. After 20 minutes 
the paint is completely dry and 
showers can’t damage the work. 
¢ Excellent blister resistance. Acryl- 
ics “breathe” and permit moisture 
vapor on the stud space to escape. 
¢ Faster application. There is little 
brush or roller drag. 

* Easy tool cleanup. Only soapy wa- 
ter is needed to wash brushes after 
applying the finish coat. The paint is 
easily removed from hands and cloth- 
ing. 

Surface preparation. Instructions 
for use of these new paints begin 
quite simply. As with any exterior 





GLIDDEN plays up ease of painting on damp 
days, 20-minute drying time, blister resistance. 


paint, all traces of dirt, stain, exces- 
sive chalking must be removed. Blis- 
tered paint must be taken down to the 
bare wood. The paint itself breathes, 
but it will not correct continued blis- 
tering of the old paint due to poor 
vapor barriers. 

Special primers must go on before 
the acrylic exterior paints are applied. 
There are no exceptions for satisfactory 
results on both new _ construction 
and on a surface previously painted, 
with an oil base paint. 

Glidden, for example, has two prim- 
ers: one for new or unpainted wood 
surfaces and another primer for paint- 
ed surfaces in good condition. Their 
primers dry in 20 minutes and can be 
recoated in four hours under nor- 
mal summer temperatures. 

The entire paint industry is worried 
over this step. Glidden puts it this 
way: 

“In all our market testing, we are 
stressing” the fact that our acrylic 
emulsion house paints must be applied 
in connection with one of the two 
primers when first used. After a home 
has been initially painted with the 
new paint, repainting may be done 
without primers. Primers are required 
only for the first application over new 
or previously painted surfaces”. 

Ideal for new homes. The new ex- 
terior acrylics will become still an- 
other selling feature and cost-saving 
technique for the home building in- 
dustry. The public will soon be hear- 
ing about the advantages of the new 
paint. Painting crews on the job will 
not be delayed by rain or because the 
siding is damp. Unless unions artificial- 
ly control performance, less time 
should be required for a completed, 
first-class job. 

Because this paint breathes there 
will be less danger of vapor leaks 
around windows and electrical outlets, 
for example. Condensation trapped in 
the walls, which turn to frost or ice, 
has been a serious problem since 
homes became tight with modern 
millwork and weatherstripping. 

When factory-primed sidings are 
used, they should be cleared by the 
paint manufacturer before acrylics 
are applied. Some of these primed sid- 
ings can’t be used “as is.” 

Acrylic is the binder in any paint 
carrying this name. A synthetic resin, 
it is related to Plexglas and Lucite. 
Manufacturers may choose three iden- 
tifying phrases with water acrylics: 
“water-thinned acrylic resin”, “acrylic 
emulsion”, or “acrylic latex”. 
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MEMO TO | 
ANAGEMENT MEN 
N THE MAKING: 
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WHERE THERE’S BUSINESS ACTION THERE’S A BUSINESSPAPER 


Some blessings we take for granted. Like ice cubes. Or 
indoor plumbing. However, older men—wiser men—say a 
little prayer of thanks for things they know they couldn’t 
do without. 

Among these wiser men are the men who make top-level 
decisions in business. 

To make decisions, they must have facts. All the facts. 
All the pertinent information they can get. And they get a 
major portion of that information from one unique source: 
the business publications they subscribe to. 

No businessman is fully informed until he reads his business- 
paper. He reads it for profit, not for pleasure. He searches 
it through for news of the trade or industry. For facts. For 


prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 





One of a series of advertisements 


fresh ideas. For new products he can put to work. And he 
reads the advertising with the same intense concentration 
he devotes to the editorial pages. 

He knows that his businesspaper is vital to his success— 
to his very livelihood. And he says a little prayer of thanks. 
Every man on the way up can profit from his example. 
Take a tip from the reading habits of key men at every 
level. Take out a subscription of your own. Read every 
issue...and read it searchingly. It’s your businesspaper, too. 


where there’s building products business there's... 


AMERICAN LUMBERMAN 
and Building Products Merchandiser 
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3 Everything You Need 4 


DOORS - WINDOWS JALOUSIES - AWNINGS 
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Regal Combination Doors 
All Sizes Z-bor or 
Exponder Models 


Regal Jalousie Doors 
Aluminum or wood units 





Regal 
Combination 
Windows 
2-track & 
3-track models 


. 
- 
j 
{ 
5 
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Regal Jalousie Windows 


Insulated Jalousie 
Porch Enclosures 





MR. DEALER: 

Regal makes your 
selling job easier with 
a full line of nationally 
advertised products 
backed by Regal 
experience, Regal 
Quality, Regal Precision- 
engineering p-l-u-s.. . 
proven Regal sales aids 
that help you sell in 
your local area. 


ar 
ee 
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Regal Metal Awnings 
For Patios, Carports, Windows 


s Aluminum Porch and Patio Railings 


i 


sr 
4 


Remember the ‘A-B-C’s of Selling... 
HIGH QUALITY EReggall Low PRICE 


Always Beats Competition 


fee eee es eS SF SB eS Se ee eee eS eS 


OK REGAL ... Send Me Full Dealer Details 


Clip coupo etferhead and MAIL TODAY 
'T REGAL WINDOW PRODUCTS COMPANY §)} 


6720 Allentown Boulevard + Pennsylvania 


n, affach to you "" 


Harrisburg 


POLE-TYPE AIRPLANE HANGAR designed and built by lumber 
dealer in Upperville, Va. 


Steady Climb in Pole Sales 


Business has been looking up in Upperville, Va. The 
Northern Counties Supply Co. of that city has enjoyed an 
increase in sales for its pole division each year since the 
specialized department was started in 1953. Annual dollar 
volume for the pole division has this record: 

1953—$1,465 1956—$2,945 
1954—$1,790 1957—$3,880 
1955—$2,200 1958—$4,935 

One of the most unusual pole structures designed and 
constructed by the Northern Counties firm is an airplane 
hangar, pictured above, sold as a result of a promotional 
campaign on pole building. 

Because of the low cost of the pole-type structure ($1.75 
a square foot including doors), the Holladay Aviation Co. 
will be able to pay for the building in seven years through 
hangar rentals. 

The hangar has a free span of 40 feet per unit to ac- 
commodate a light twin aircraft and a door opening height 
of 10”8’. Douglas fir for framing and penta-treated poles 
were used. Two carpenters and two helpers constructed 
the building in 30 working days. 


Outdoor Display Sells Siding 


Easel-type siding displays are used outside the store to 
promote the sale of these materials at Walter Bros., Inc., 
Menominee, Mich. Management believes that this type of 
display is responsible for a 10% sales increase. Signs are 
taken in every night and set up again in the morning. 
Power mowers and ornamental iron are other items in the 
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sidewalk display area. 
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therproofing products your 


now is the time for you to cas 


ad. Your customers will like the 


. They'll see at a glance how ea 


ey'// really go for the lower prig 


WEATHERSTRIPPING 


ear grain wood n jing. Stops dust, drafts and 


+ 
jUE 
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Self-selling carton, 15 complete kits — suggested } 1ize 
list, $1.95 per kit plete kits — si 


Contact your wholesaler today! 
or write Dept. AL 79. 


THE ROBERTS co. 


600 North Baldwin Park Bivd., City of Industry, Calif. 
Quality Products for Home and Industry for over 20 years. 
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Why I make more profit... 


with L:O:-F Window Glass 


by Ray E. Drensky, partner, 


Parma Hardware, Parma, Ohio 


“Tt’s not that we sell the glass for more. We 
don’t. It’s because we get less wastage in cut- 
ting L-O-F Window Glass to size. That’s im- 
portant when you have several salespeople 
doing the job. 

“Almost anyone can cut L:‘O-F Window 


Glass. It seems less brittle. We can trim %-in. 
edges off panes of glass without splintering. 

“Our glass department is on the main floor 
(with a back-up stock in the storeroom). It’s 
a constant reminder to customers to replace 


their broken or cracked panes.” 


Get ready now for FALL fix-up sales! 


Check your stock now . .. and when you reorder specify L-O-F. 

Window glass sells steady enough all year ’round to justify 
displaying it on your main floor. To assist you in your selling, 
L-O-F will send a blueprint and photo of a rack which will 


stock 30 boxes of window glass in 13 sq. ft. of floor space. 


FREE BOOKLET 


Has plans for several other 
display racks. Lists sales aids. 
Contains information that will 
help you understand why 
L-O-F Quality Window Glass 
is your best buy. Order book- 
let, ‘‘For Greater Profits’’, from 
your L:O-F Glass Distributor 
(listed under “Glass” in the 
Yellow Pages) or write to 
Libbey-Owens:Ford Glass Co., 
608 Madison Ave., Toledo 3, O. 








LIBBEY-OWENS-FORD WINDOW GLASS 


The glass that cuts easier, snaps clean 


TOLEDO 3, OHIO 
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Labor Cost Per Hour 
Including (Average Overtime) 
(Bonus ) 
(Fringe Benefits ) 
Social Security 


Workmen’s Compensation (Bare Minimum Figure) 


Unemployment Compensation 


$1.25 


03125 
.0326 
005 


$1.31885 


(Based On 50 Hour Week) 





Truck Fork Lift Cost Per Hour 

Including (Gas & Oil 
(Depreciation 
(Maintenance 
(Insurance 


$1.75 


(Based On 40 Hours Per Week) 





Shrinkage } 
Including (Breakage Due To Handling 
(Breakage Due To Railroad Damage 


(Erroneous Shipping 


Per M (Approximately 1%) 





The Above Costs De Not Include: 
. Taxes 
Bookkeeping Expense 
Management Or Supervision 
Advertising 
Sales Salaries 
Insurance 





Texas Dealers Confirm Your Suspicions: 


You're Losing Money on Plasterboard 


Survey reveals that mechanized handling can reduce costs, 


but not enough fo earn a profit! 


The gross margin of plasterboard 
for Houston, Tex., dealers is 16.8%, 
based on current market prices. But 
total operating expenses range from 
22.4% to 25.7%. 

It is obvious that the only dealers 
making money on plasterboard are 
those who have trimmed all operat- 
ing expenses way below the industry 
average. 

These startling figures come from 
the Retail Lumber Dealers Associa- 
tion of Houston. They are based on a 
University of Texas cost-of-doing-busi- 
ness survey and an analysis of current 
prices. 

To see how costs of handling plas- 
terboard contribute to the profitless 
se of plasterboard sales, the 

ouston group made a special han- 


64 


dling survey, the results of which are 
shown on these pages. 

Yards with hand operations have a 
handling cost of 8.57% while their 
total operating expenses, according to 
the industry figures, amount to 25.7% 
of sales. Joe Butler, secretary-man- 
ager of the Houston association, said: 
“We don’t have to be accountants to 
see that 17.13% additional expense 
still has to be considered just to break 
even for these yards.” 

Even the most efficient yard—with 
fork lift truck and siding in yard— 
still has 6.47% handling cost. With a 
total operating expense of 22.4%, this 
leaves 15.93% further expense just to 
break even. 

(Some lumberyards such as cash- 
and-carry giants claim cost-of-doing 


business costs are as low as 12% to 
15%. If their claims are true, they 
are the only ones earning a_ profit 
on the 16.8% gross margin). 

“The most significant aspect of the 
‘Cost of Handling Plasterboard’ sur- 
vey was that the cost figures from 
several operations were combined and 
all were in close proximity to each 
other,” Butler said. 

“A truck load of 5,000 square feet 
of 4%” board was used as the base. As 
we all know, any delivery of one, 
two, three or four thousand feet will 
cost more per thousand than a full 
truck load of 5,000 square feet. For 
this reason, the truck load cost was 
figured and, although 2,500 square 
feet of board might be delivered for 
somewhat less than the 5,000 square 
foot cost figure, the expense per thou- 
sand will be drastically higher,” Butler 
explained. 
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METHOD OF 
HANDLING 


DIRECT CAR TO 
JOBSITE 


CAR TO WAREHOUSE 
TO CUSTOMER TRUCK 


CAR TO WAREHOUSE 
TO JOBSITE 





Hand Operation 


(No Fork Lift) 


Fork Lift In 

Yard Only — Hand 
Unload from Cor — 
Truck Haul From 
Siding to Yard 


po ee ef 


5 Truck Hours 
Shrinkage 


Cost Per M 


7 Man Hours to Whse. 
3% Truck Hours 
Shrinkage 


Cost Per M 


7 Man Hours to Whse. 
3% Truck Hrs. to Whse. 
10 Man Hrs..to Site 

5 Truck Hrs. to Site 

Shrinkage 








Cost Per M 


10 Man Hours 
5 Truck Hours 
Shrinkage 


Truck Hrs. to Yrd. 
Man Hes. to Yrd. 

Lift Hrs. to Whse. 
Lift Man Hrs. to Whse. 
Lift Hrs. to Customers 
Truck 

Lift Man Hrs. to 
Customers Truck 
Shrinkage 


Cost Per M 


1% Truck Hrs. to Yrd. 

2% Man Hrs. to Yrd. 

«2 Lift Hrs. to Whse. 

+2 Lift Man Hrs. to Whse. 
»2 Lift Hers. to Truck 

+2 Lift Man Hrs. to Truck 

7 Man Hrs. to Job Site 
3% Truck Hrs. to Site 
Shrinkage 








Fork Lift Un- 
loading at 
Siding — Fork 
Lift in Yard. 
Truck Haul 
Siding to Yard 


o2 Hrs. Lift 
Car to Truck 
+2 Man Hrs. Car to Truck 
7 Man Hrs. to Job Site 
3% Truck Hrs. to Job Site 
Shrinkage 


Cost Per M 


1.7 Man Hrs. Car to Whse. 
6 Truck Hrs. Car to Whse. 
6 Lift Hrs. Car to Whse. 
.2 Lift Hrs. to Customer 
Truck 
«2 Lift Driver to Cust. Truck 
Shrinkage 


Cost Per M 


1.7 Man Hrs. Car to Whse. 

«6 Truck Hrs. Car to Whse. 
.6 Lift Hrs. Car to Whse. 

o2 Lift Hrs. Whse. to Truck 
-2 Lift Driver Whse. to Truck 
-7 Man Hrs. to Site 

3% Truck Hrs. to Site 

Shrinkage 





Fork Lift and 
Siding 
In Yard 


Lift Car to Truck Hrs. 
Lift Driver Hrs. cor to 
Truck 

Man Hrs. to Job-Site 
Truck Hrs. to Job Site 
Shrinkage 





Cost Per M 


o2 Lift to Whse. Hrs. 

o2 Lift Driver to Whse. Hrs. 

o2 Lift to Truck Hrs. 

o2 Lift Driver to Truck Hrs. 
Shrinkage 





Cost Per M 


Lift to Whse. Hrs. 

Lift Driver to Whse. Hrs. 
Lift to Truck Hrs. 

Lift Driver to Truck Hrs. 
Man Hrs. to Job Site 
Truck Hrs. to Job-Site 
Shrinkage 





a COMPARISON OF PLASTERBOARD HANDLING COSTS TO TOTAL EXPENSE 





Method of 
Handling 


Hand Operation 
Fork Lift in Yard 


Fork Lift Unloading 
at Siding 


Fork Lift & Siding 
in Yard 





Comparative Sales 
Volume Catagory 


Up to $100,000.00 


$100,000 to $200,000 


$200,000 to $400,000 





$400,000 to $750,000 


Handiing Cost 
Dollars 


Per Cent 
of Sales 








Total Operating 
Expense as Per 


22.4 


Per Cent Needed 
Over Handling 
Costs to Break 











GROSS MARGIN AT CURRENT MARKET PRICE 1§.8% 
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PLAQUE STATES that The Build- 
ing Centre houses “a perma- 
nent exhibition and information 
service for all interested in 
building. Admission free." 


THE BUILDING CENTRE is five stories 


high and additions are being made on 
either side. 


SAMPLE DISPLAYS found throughout the 
Centre indicate how the floor, walls and 
ceiling is used to show materials. 


Crowds Throng Building Centre 


Looking is free, so is information. But no materials for sale 
in this five-story building materials display center in London. 
Here's a look at home building in England. 


BY ROBERT BORJA 


This is the fifth in a series of 
exclusive American Lumberman 
articles telling how building ma- 
terials are merchandised in other 
parts of the world. Previous arti- 
cles have covered Hong Kong, 
Bangkok, Manila, France and 
Germany. 


In London, there’s a different deal- 
er for each building product. How 
can such an archaic arrangement op- 
erate in these times, you ask? No one 


66 


but an Englishman could have con- 
ceived of their highly successful com- 
promise with traditional and progres- 
sive merchandising. 

The answer is “The Centre.” It 
was born 26 years ago and now is a 
proven technique so effective that the 
idea has spread to 16 countries—and 
still growing. Buildings on either side 
of London’s “Centre” are shortly to 
be added to it. 

What is The Building Centre? It is 
the home builder’s dream—a _five- 
story, three dimensional directory of 
the building products available here. 
Situated in the heart of the architect’s 


neighborhood, it is a boon to him and 
his client. 

Customer sells himself. The home 
planner likes the institutional char- 
acter of The Centre. (“No opinions 
are expressed—all inquiries are con- 
fidential.”) You can be certain he en- 
joys this kind of preview shopping 
without salesmen to distract him. 

After wandering through floor aft- 
er floor, selling himself, Mr. Lon- 
doner can stop at the information 
counter and get standardized fact 
sheets supplied by each exhibitor. In 
addition, there is a hall on the top 

(continued on page 68) 


July 6, 1959, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





no Ber 
gives you a 
reliable source 


Zs 


f a r7/ Douglas Fir e West Coast Hemlock 


Mixed car or Straight carlots—dimension, boards, and uppers 


for shipment from Longview, Wash.; Vaughn, Ore.; Gardiner, Ore. 


Ponderosa Pine e Douglas Fir 


White Fir dimension, boards, and finish for shipment 

from Weed, Calif. Yellow Pine (Southern) — Finish, 
boards and dimension for shipment from our plants at Quitman, Miss.; DeRidder, 
La.; Sheridan, Ark. Oak Flooring In straight cars or mixed cars with Yellow 


Pine from our plants at Quitman, Miss. or DeRidder, La. 


INTERNATIONAL PAPER COMPANY 


Long-Bell quality inspires 
craftsmen to take greater pride 

in their work ... assuring you j Kadat e if 
of repeat sales and that 


greatest asset of all, word-of- DIVISION 
mouth advertising. Kansas City, Mo Longview, Wash 


Long-Bell gives careful handling of all orders, and shipments are made as promised. 
Scientifically managed timber resources assure future supplies of all types and kinds of lumber. 


Scientific kiln drying, by accurately controlling heat, humidity and air circulation, insures properly 
seasoned lumber. 
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REPORT FROM ENGLAND 


(begins on page 66) 





floor where films are shown and lec- 
tures held. 

The result is that the home pros- 
pect feels that he has had an unquali- 
fied look at everything and how it 
works—and where he can find what he 
wants, The manufacturer reaches his 
prospect under ideal conditions and 
more surely. The Centre is a fine 
place to display cutaways, photo-mur- 
als, etc., too costly to be duplicated 
in every dealer’s window. 


I1NFOR M A- 
TION CENTER 
where fact sheets 
are available on all 
the materials ex- 
hibited in the 
Centre. 


The importance of The Building 
Centre is better understood when we 
bear in mind that England is unique 
among European countries in having 
more private homes than flats. Be- 
cause of so many private home own- 
ers, the press reports forthcoming 
Centre activities. The Centre is in 
touch with new developments 
throughout the rest of the world by 
contact with the 25 other centers. 

Home building up. To get the larg- 
er picture on home building in Eng- 
land, one of the world’s most heavily 
populated areas (808 people per 
square mile compared with our 52 
per square mile), let’s leave the Cen- 
tre and go to the Ministry of Hous- 


ing at Whitehall, London. Her Maj- 
esty’s government had some very in- 
teresting things to tell me. 

Despite the savage bombing she 
withstood—one of every three homes 
damaged or destroyed—England man- 
aged to stay above a housing short- 
age through division of larger houses 
until the building program tackled the 
problem. There are now about 300,- 
000 completions a year. Until 1952, 
this’: was at the rate of one private 
to four public-built homes. Since 1952 
—when restrictions were lifted—the 
ratio of private to public has gone up. 

In addition, there is a slum-clear- 
ance program in such places as Lime- 
house, where I saw blocks of od 
buildings being razed. There are even 
some 150 ‘self-help’ groups taking out 
loans and building their own homes in 
their spare time. 

England has known a lumber short- 
age and to avoid a runaway of prices, 
the Government curtailed imports of 
softwoods. Except for softwood, Brit- 
ain produces most of her own build- 
ing materials. This together with low- 
ered cast iron production stimulated 
use of other materials such as asbestos 
cement, aluminum, foamed slag, ex- 
panded vermiculite, clay, lightweight 
concrete blocks and prefab panels. 
Prefab homes, quaintly called “new 
traditional,” have been introduced. 

(continued on page 70) 





MEET THE PERSONALITY — = 


with loads of exciting 
eye-and-sales appeal 


TULIP 
DESIGN 


Exceptional Quality, Durability and Economy — 


No lock can be installed faster! 


SELF-ALIGNING THRU-BOLTS 
JUST 3 PRE-ASSEMBLED UNITS 
ALL STANDARD FINISHES 


AVAILABLE WITH OR WITHOUT 
DEADLOCKING LATCH BOLTS IN 
REGULAR OR S (1 PIECE) BACKSETS 


A sparkling new addition to NATIONAL’S widely 
popular line of locksets. Gracefully styled; pre- 
cision engineered quality. Self-aligning thru- 
bolts for ease of installation. Available in all 
standard finishes for both residential and com- 


‘ ee Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
mercial use. Lifetime guaranteed. 
4 


NATIONAL HARDWARE CORP. 


Also matching TULIP design in interior sets 
NEW YORK: Ozone Park 16 e CHICAGO: 205 W. Wacker Dr. 


for bath, hamber and closet. 





° oo 
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How Acme’s new Fashion-Right Color Service 


keeps your customers coming back for more Acme Paint! 


Your customers get the exact color they want... when they want it! 











To help your customers pick out the exact color or 
shade of Acme Quality Paint . . . 


Acme Fashion-Right Colors of the Seasons—new, 


Acme Fashion-Right Color Selector glamorous colors and color harmonies for every 
—quick, easy selection of decora- season of the year... spring, summer, winter or fall. 


tor-approved color harmonies. 


Acme Color Guide to Color Har- 

mony—decorator-styled color Acme Fashion-Right Color Collection Book— 

harmonies at a flip of the page. “take-home” copy . . . customers pick out color 
harmonies to match their own furnishings. 


Plus . ..a complete selection of color selling aids for Kem Products 











And to deliver any color paint your customer picks out, 
right in your own store . . . 


The All-New 
Acme Fashion-Right 
Colorometer 


e Delivers any color. . . in any finish . . . any quantity! 
e Quicker, more efficient than any manual machine! 
e Priced so low that every Acme dealer can afford it! 


e Easy to use. . . just set the precision-engineered metering 
valves and add colorant! 


e Compactly designed to fit right on your counter top! 











Stock and sell Acme Quality Paint, Super Kem-Tone, Kem-Glo and Loxon and 
take advantage of the sales-getting ability of Acme’s Fashion-Right Color 
Service . . . the hottest merchandising plan in the entire paint industry. 


For more information, write: 


ACME QUALITY PAINTS, INC. 


Detroit 11, Michigan; Garland, Texas, or Burbank, California 
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Firms Expand and Merge 


* Construction has begun on a new 28,- 
000 square foot finished stock ware- 
house at Cupples Products Corp., St. 
Louis, manufacturer of aluminum win- 
dows, curtain walls and other alumi- 
num products. This is the eighth major 
addition at Cupples Products since the 
company was organized as a sub. of 
Cupples Co., Mfrs., in 1946. 


* Young Door Co., Novi, Mich., and 
Sunbury, Penna., announces that it has 
started construction of a new plant for 
manufacturing flush doors at Ply- 
mouth, Ind. The new building will con- 
tain about 40,000 square feet of man- 


ufacturing space including offices. It 
is planned the Novi operation will be 
closed upon completion of the new 
plant about Sept. 15. 

* A. C. Horn Companies, San Fran- 
cisco, announces the opening of new 
sales offices and warehouse facilities in 
Denver, Colo. 

¢ F. C. Russell Co., Columbiana, 
Ohio, has expanded its manufacturing 
facilities to increase production of its 
venetian awnings and door canopies. 

* Construction of a four-story concrete 
addition to its present plant facilities on 
the firm’s six-acre Milwaukee tract has 
been started by Master Lock Co., pad- 
lock manufacturer. 





LET THE 


PICKE 


BE YOUR GUIDE IN 


NAME 


RING 


BUYING LUMBER 


Sugar 
Pine 
Ponderosa 
Pine 
White Fir 
Incense 
Cedar 


© 


Pick Pickering for Quality, Value, Service 


For interior or exterior uses, you can't beat Pickering lumber. It comes from 
fine, mature-growth, altitude timber. It's well-manufactured, accurately graded 
to Western Pine Assn. standards, and carefully loaded in clean cars. For 
nearly 64 years Pickering has been known for satisfaction to customers. 


Send for the Pickering Color Brochure—showing illustrations of Pickering's 
timber and facilities—and telling the Pickering quality story. Let us demon- 
strate to you how well Pickering can serve you. 


PICKERING LUMBER CORPORATION 


Standard, California (Near Sonora, Calif.) 


MILLS: Pickering Lbr. Corp. 
West Side Lbr. Co. Div. 

JE 2-7141 

WA 8-4213 


Telephones: Sonora 


Tuolumne 


Standard, Calif. 
Tuolumne, Calif. 
TWX Sonora 116-U 
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VAST SLUM CLEARANCE PROGRAM is 
underway in Limehouse, London, where 
grim houses will be replaced with pri- 
vate homes. 





REPORT FROM ENGLAND 
(begins on page 66) 





Average home. In their most re- 
cent report, the Committee on the 
Cost of Home Building discovered the 
following facts about the average Eng- 
lish home: it’s a three bedroomer 
and takes about a year to put to- 
gether; occunies 1,050 square feet. 
And here are some figures from the 
Architect’s Conference in Oxford, 
were I was. 

Average amount spent for home 
breaks down as follows: land $475; 
architect $75; surveyor $30; labor 
$3,625; materials $2,197.50. Cost per 
square foot: $3.50. One last fact: I 
read in the newspaper the other day 
that the Treasury reports that the 
Briton spends 1s/9d of every pound 
on housing. 

Are you coming over to take a look 
at England yourself? Don’t forget a 
visit to Oxford, a fine cross-section of 
English building, I believe. There are 
old homes and the University in which 
you can see perfection of many Eng- 
lish schools of design. There, too, I 
saw quite modern building going on. 

But where is the average English 
home? My choice is a run down to 
Chichester and see the trim little slate 
roofed stone buildings. You'll be look- 
ing at the basis of the Englishman’s 
strength. This little world behind the 
fence and garden gives him the grit 
to face wars and a shifting Common- 
wealth and come up strong. 


TYPICAL PRIVATE HOME in Parkland, a 
recently-developed area in Chichester. 
Note flowers, hedge and fence. 





MORE STYLE...MORE GLAMOUR...MORE FEATURES 


Plus LIFETIME NEVAMAR SURFACES THROUGHOUT ...IN 


NEVAMAR 


AS SEEN IN 


i Louse Beaulifil 


MAGAZINE 


..- MEANS MORE PROFITABLE SALES FOR YOU! 


Want to charm your prospective customer? Show her this kitchen that stays lovely 

as new thru the years ... never needs painting, never needs refinishing and needs 
no constant care and vigilance. It’s NEVAMAR-surfaced inside and out, in eye- 
delighting Fruitwood, Oyster Ash, Pumice Cherry, Blonde Rotary Birch and more. 
Nevamar Carefree Kitchens are precision engineered to save installation time and 
give many more self-selling features. This is the kitchen of tomorrow ... ready to 
bring you increased sales volume today. 


Breer cari. cota DEALERS: There are areas where franchises for Nevamar Carefree Kitchens are 


> withstands boiling water 
> won't craze, crack or still open to aggressive dealers. Write for complete information. 
peel in normal use 
> not affected by alcohol, 


ere") NevamMar cahosiee KITCHENS, Inc. 


ODENTON, MARYLAND 
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Special AD MATS for Lumber Dealers! 


e Ideas for Ads 


e Complete Layouts 


¢ High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 
have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 
we also provide suggested layouts and copy. 


Package 2 


Theme and Project 
Illustrations 
Add-a-room (exterior) 
Add-a-room (interior)... 
Add-a-room (sketches) . 
Attic room 


Entrance, before : 

Family-recreation room ....2 

Garages 

Garage converted to room 

Get ready for winter 

Home improvement 
(composite) 

Insulation 


Modernization Magic 
Money to loan 
Outdoor living . 


Paneled room .... 
Planning help 
Plywood 


Warehouse sale 


Package 1 


American Lumberman 
59 E. Monroe St. 
Chicago 3, Ill. 


(Circle pages desired) 
Package 1 


pages @ $3.95 


Package 2 
23, 24, 25, 26, 27, 28, 
29, 30, 31, 32, 33, 34 


—_______pages @ $3.95 


Catalog Send free catalog 


1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 
14, 15, 16, 17, 18, 19, 20, 21, 22 


entire package $82.50 


__.entire package $44.90 


nee 


Products and 
Applications 


Caulking 

Christmas patterns 
Combination doors ...... 
Combination windows 

Counter top 

Doors, interior 

Fan, kitchen .. 

Fence, picket .. 

Floor tile 

Hardboard, perforated 
Insulation, blanket 

Insulation, pouring ... 

Kitchen cabinets 

Louvered shutters, interior.... 34 
Lumber, piece-price ooo OB 
Paint, exterior 

Paint, interior .... 


Plyw 

Roof cement 
Roofing, shingles 
Storm sash 

Table legs 

Tools, hand 

Train table, plywood 
Wall tile 
Weatherstrip 

Wrought iron railing............ os 





Theme and Project 
Illustrations 


I cd ccctseninterntsnsticiccses 


Attic Rooms ‘2, 


Christmas, general 
Christmas, recreation room 
Christmas, tools . ’ . 
Fencing . 

Garage selection . 
Hardware negene 

Home workshop, tools 
Home improvement for interiors 
Insulation 

Kitchen remodeling . 
Paint . 

Plywood 

Porch or breezeway 
Recreation rooms 


Spring check-up . 


Products and 
Applications 


Adjustable post ... 





Blanket insulation . 





Caulking gun .......... 
Cedar closet lining . 
Ceiling tile, insulating 





we ere ae ee, 


Ceiling tile, acoustical 
Concrete mix . 


N 
Le) 

































































Mats shown here actual 
size. Only $3.95 for this 








TYPICAL MAT page is shown above. Mat 26 includes a heading 
illustration in three sizes and product cuts for wall tile and 
plastic laminates. If your ad called for other products, they 
would be picked up from other mat pages. For example: No. 34, 
kitchen fans; No. 32 floor tile; No. 10 or No. 23 for additional 


material on kitchen cabinets. 


Mat 
Page No. 


8 
12 
19 
20 
18 

5 

7 


11 
6 
21 


14 
10 


3, 13 
17 


9 
, 20 
4 


Cornice, plywood 
Counter top 
Cutting board ... 


Doors, combination . 
Doors, flush 

Doors, folding . 
Doors, interior 
Doors, louver 
Doors, screen 


Fence, ornamental 
Fence, pi 

Fence, 

Fence, wood and wire 
Floor tile 

Flooring, hardwood 


Garages . 

Garage doors . 

Glass block 

Gutter and downspout . 


Hardboard, perforated 
Hardboard, wall tile 
Hardware. builders’ 
Hose, garden . 
Insulating plank 
Insulating siding 
Insulation, blankets 
Insulation, pouring 


Jalousie . 


Kitchen cabinets 
Knotty pine ...... 
Ladders . 

Lumber .. i 
Medicine cabinets 
Mortar MIX ..........00+ 


Bow Pe} 


~ 
an wan 


yee 
coonw 


Nye 
“Ow 


Paint brushes 

Paint, exterior 

Paint, interior . 
Paint, masonry 
Paint, roller and tray 
Ping pong table 
Plywood 

Plywood built-ins 
Plywood handy panels 
Plywood paneling 
Plywood train base 
Posts, fence . 


Roof coating . 
Roofing, roll 
Roofing, shingles 


Screen doors . 
Screen, window 
Screen, roll 
Shelving lumber 
Shingles, asphalt 
Shingles, wood 
Siding, wood 
Stairs, disappearing 
Storm sash . 


Tools, garden 
Tools, hand . 
Tools, power 


Wallboard .. 

Wall tile ... 
Weatherstrip 

Windows .......... 

Wood mouldings . 
Wood paneling . 

Wood siding. ..........-00 
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Specifications and market data for products you can sell 


new PRODUCTS 


and Hardware Roundup 








Post with Electrical Outlet 


A new Moe Light outdoor lantern post light contains 
a weatherproof convenience electrical outlet built right 
into the post. The outlet is located 6” above the ground. 
It can accommodate either a portable TV set, an electric 
lawn mower, an outdoor rotisserie or outdoor lawn 
lights, maker states. 

Market data. The new Moe Light lantern post with 
built-in electrical outlet has a suggested retail price of 
$17.95. Designated as M-913, the unit is ideal as an item 
for both contractor and consumer sales. Thomas Indus- 
tries, Inc., Dept. AL, 410 S. Third St., Louisville 2, Ky. 

Circle No. 201 on Handy Cover Card 


A Two-Speed Angle Drive 


Named the Arco Two-Speed Angle Drive, a right-angle gear drive 
for % or double drill speed is announced. The tool, which fits 4” 
electric drills, reduces drill speed for best buffing results and for drill- 
ing large holes. It doubles drill speed for smooth sanding finish and 
speeding up slow rpm drills. Swivel angle drive permits buffing and 
sanding in any position and drilling in hard-to-get-at places. Included 
are three adapters for all applications. A special adapter fits any 
flexible polishing head directly to angle drive. 

Market data. No. 350 Angle Drive retails at $4.95. It is packaged 
in a two-color display box with full instructions and a guarantee. Ar- 
row Metal Products, Dept. AL, 421 W. 203rd St., New York 34. 

Circle No. 202 on Handy Cover Card 


Use Inquiry Card on Back Cover for More Facts 








(For more new products, see page 74) 


Introduces New Orbital Sander 


Cummins new Orbital Sander, No. 469-01, is de- 
signed to meet the many needs of the home craftsman. 
It has a direct drive powerful induction motor coupled 
with an exclusive enclosed counterweight to assure 
long life and vibration-free sanding of the roughest 
material, says maker. It is of die-cast aluminum for 
compactness and lightweight. The sander is equipped 
with three sheets of abrasive paper (coarse, medium 
and fine). 

Market data. Suggested retail price of the No. 
469-01 is $39.95. Offering a dealer discount of 37% 
it is available now from hardware and building ma 
terial distributors. Packed in a shipper, it is an idea) 
item for both contractor and consumer sales. Mini- 
mum dollar investment for a dealer requires the pur- 
chase of only one unit. Sales aids include a counter 
display, ad mats, radio and TV scripts, catalog pages 
and circulars. Cooperative advertising allowances are 
available to dealers. Cummins Portable Tool Div., 
John Oster Mfg. Co., Dept. AL, 5055 N. Lydell Ave., 


Milwaukee, Wis. 
Circle No. 203 on Handy Cover Card 
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NEW PRODUCTS (egins on page 73) 





Yuba Introduces the Sawsmith 


A new radial arm saw with five big selling features is announced by 
Yuba Power Products. The totally new power tool offers (1) out-front 
controls, which loosen, locate and lock instantly with one hand; (2) a 
vari-speed selective drive; (3) a sliding table; (4) an automatic coil cord 
hidden and protected from damage at all times, plus a (5) switch-over 
blade, which mounts at either end of motor. 

Market data. The Sawsmith will be available Sept. 15 direct from mak- 
er. Its suggested retail price will be $239. Offering a dealer discount of 
30%, it is primarily an item for the consumer. Minimum dollar invest- 
ment for a dealer is approximately $300 to $500. A dealer’s franchising 
order brings consumer literature, a self-selling display, colorful point-of- 
sale material and a free Sawsmith stand with an initial order for six or 
more Sawsmiths. A generous program of cooperative advertising also is 
available to dealers. Yuba Power Products, Dept. AL, 800 Evans St., 
Cincinnati 4, Ohio. 

Circle No. 204 on Handy Cover Card 


Mobile Attachable Leg 


_A new mobile attachable leg is available in nine 
sizes ranging from 34%” to 31”. The round-tapered 
caster leg is made of hardwood with a 2” diameter 
clear plastic wheel, which swivels and turns with 
ease. Handsomely crafted, the legs are sanded smooth 
ready for finishing or prefinished in blonde, black, 
mahogany or walnut. 

Market data. A do-it-yourselfer can easily make a 
tea-wagon or a cocktail cart of any desired height by 
attaching Dennix wheeled legs of an appropriate 
length to a sturdy wooden tray. Legs are easily put 
onto any suitable table top material, on TV sets, 
chests, children’s toy boxes, small bars, or on any fur- 
niture whose utility depends on mobility. Dealer sales 
aids include a catalog chock-full of attachable products 
and home improvement ideas. Dennix Products Co., 
Dept. AL, 33-04 Downing St., Flushing 54, N. Y. 

Circle No. 205 on Handy Cover Card 


What’s New in Builders’ 
and Cabinet Hardware 


New locksets and other build- 
ers’ hardware will be featured in an 
early issue of American Lumber- 
man and Building Products Mer- 
chandiser. Watch for it. 


of the fastener. Every master unit con- 
tains 10 individual boxes. Offering a 
trade discount of 33-1/3%, the tool and 
fasteners are available from distributors 
or direct from maker. Primarily items 
for consumer sale, they also may be 


Cuts Tough Grass with Ease 


Comfortable plastic grips on new grass 
shears eliminate blisters, says maker. The 
blades are hollow ground cutlery steel. 
A new patented blade tension device au- 
tomatically adjusts blades to suit tough- 
ness of the grass being cut. All types of 
grass are easily and cleanly trimmed 
with No. 1207 Snap-Cut Grass Shears, 
says maker. 

Market data. Available now, the shears 
are an ideal item for sale to the home 
gardener. They are packaged in a color- 
ful tell-all package designed for bin, 
counter or shelf display. Seymour Smith 
& Son, Dept. AL, Oakville, Conn. 

Circle No. 206 on Handy Cover Card 


74 


Hammer-in Fastening Tool 


Shure-Set, a hammer-in fastening tool, 
fastens right through wood and thin 
steel into concrete without drilling and 
it does not need a cartridge, says maker. 
It drives like a nail and holds like an 
anchor. Shure-Set tool holds fastener 
straight and firm; guide-washer supports 
fastener, then holds material with large 
bearing surface; and the heat-treated 
fasteners penetrate without breaking or 
buckling. 

Market data. Shure-Set fastening tool 
retails at $7.95 per tool; Shure-Set 
fasteners are packed in individual boxes 
to retail at about $1. The quantity in 
each box varies according to the size 


used by contractors. 

A Shure-Set sales kit, now available 
to dealers, consists of a free merchan- 
diser, three tools, 50 assorted boxes of 
fasteners and literature. The kit, shown 
in photo at left above, retails for $73.85 
less dealer’s 33-1/3% discount. 

Other sales aids include window 
streamers; motion type counter or win- 
dow display; national magazine ad re- 
prints; tips on how to sell the tool, a 
question- -and-answer sheet; also TV ad- 
vertising. Ramset Fastening System, 
Winchester-Western Div., Olin Mathieson 
Chemical Corp., Dept. AL, 12117 Berea 
Road, Cleveland 11, Ohio. 

Circle No. 207 on Handy Cover Card 
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It’s a Power Screwdriver 
... It’s Also a Drill 


Equipped with a positive-clutch screw- 
driving mechanism, a new combination 
tool called the Scru-Drill features a 
locking collar that permits operator to 
quickly convert to direct drive for gen- 
eral purpose drilling. The unit is pow- 
ered by a B&D-built Universal Motor 
for 115 volts, ac or dc, and includes a 
three-jaw geared chuck and key and 
screwdriving bit and finder assembly as 
standard equipment. 

In its screwdriving position (shown in 
photo above at left), the Scru-Drill 
drives wood screws up to No. 10 x 1%” 
size, or self-tapping metal screws up to 
size No. 12. 

Used as a drill (right, photo above), 
the unit is capable of drilling holes up 
to %” diameter in steel. It also can be 
used to drive hole saws, masonry bits 
and wood augers. 

Market data. The new Scru-Drill, 
which weighs 344 pounds, is available 
now through hardware wholesalers. Sug- 
gested retail price is $49.95; dealer dis- 
count is approximately 30%-20%. It 
is ideal as an item for both contractor 
and consumer sales. There is no mini- 
mum dollar investment for a dealer. As 
a special introductory offer, initial 
quantities of the Scru-Drills will include 
at no additional cost a complete B&D 
screw pilot drill assortment valued at 
$3.95 per set. The Black & Decker Mfg. 
Co., Dept. AL, Towson 4, Md. 

Circle No. 208 on Handy Cover Card 


Has New Nailing Attachments 


A new line of nailing attachments for 
its hand air hammers is announced by 
Superior Pneumatic & Mfg. Called the 
Superior H. D. Nailer, it is designed for 
use with the maker’s heavy-duty ham- 
mer line. It handles 8-penny to 60-penny 
nails and 8”, 10” or 12” spikes. It will 
drive a 16-penny nail in oak in 2.8 sec- 
onds, in pine in 1.8 seconds, it is said. 
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The nailer is excellent for toe or over- 
head nailing, furring, flooring, siding, 
decking and those blind spots on crating, 
packing and pallets. 

Market data. Suggested retail price of 
the Superior H. D. Nailer is $19.50. 
Available now from distributors or di- 
rect from maker, it is packaged one per 
carton. It is an ideal item for both con- 
sumer and contractor sales. Minimum 
dollar investment for a dealer is $50. 
Sales aids include a catalog sheet. Su- 
perior nailers also are available for the 
maker’s Bantam Bully Air Hammer line 
and all other air hammers using a 401 
round shank. Superior Pneumatic & 
Mfg., Dept. AL, 4758 Warner Rd., Cleve- 
land 25, Ohio. 

Circle No. 209 on Handy Cover Card 


(continued on page 76) 


Ah-h-hh. . Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 























WE HAVE THE KEY TO MOVE YOUR 
INVENTORY AT ADDITIONAL PROFITS 


Small Investment 


NO FRANCHISE FEE 


We have some territories 
open in our nationwide co- 
operative system for enter- 
prising lumber dealers who 
wish to enter the swimming 
pool business under a new 
plan. We furnish a display 
and permit you to utilize 
the stock on your shelves. 


LOWER OPERATING COSTS 


Our 16 x 32 ft. partially 
above-the-ground Vis-A- 
Pool is constructed with 
timber sidewalls, fiberglass 
interior and a concrete 
floor. Patents are pending 
on this exclusive product. 
Its design reduces excava- 
tion and installation time. 


For Further Information, Write, Wire or Phone 


OX 4-1506-7-8 


© OX 42234 


cabana pools, inc. 


BOX 517 PEQUANNOCK, 


N. J. 
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NEW PRODUCTS 


(begins on page 73) 





Two New 1/,” Electric Drills 


Two new %” portable electric drills, 
the SpeedWay No. 40 and the No. 40R 
reversible, have 6.5 amp power rating 
and exceptional handling ease by means 
of a two-position rear handle, remov- 
able top handle and pistol-type main 
handle. The rear grip handle on both 
models revolves to vertical or horizontal 
position and fastens securely in either 
position. Or the rear handle, like the 
cylindrical top handle, can be removed 
completely for working in close quarters. 





Golden Crown Lid 


Orna-Metal’s upright mail- 
box is capped with a 24-kar- 
at gold-plated lid. The satin- 
black box is 7” x 212” x 
13” overall. Winged motif 
and magazine loops gleam 
with the same 24-karat gold 
plating. The Orna-Metal 
wrought iron mailbox fea- 
tures a finely crafted, full- 
length piano hinge, which is 
tension arched to avoid 
slamming. Notched _ side 
flanges allow the box lid 
to open fully parallel to 
the back for total access to 
the inside. It retails around 


Overall length of either drill with the 
rear handle is 14%”; without the rear 
handle, 1114”. 

The 40R has a 12 amp heavy-duty 
reversing switch located at handy finger- 
tip reach in the main handle. 

Market data. Construction of the two 
14” drills includes sealed ball and oilite 
bearings, three-jaw geared chuck and 
key and a streamlined appearance with 
high polished aluminum alloy die-cast 
housings. Both have %2” drilling capacity 
in steel, 1” capacity in wood, says maker. 
Both are ideal as items for consumer or 
contractor sales. Suggested retail prices 
are: $39.95, for the 40R; and $34.95, 
for the 40. SpeedWay Div., Thor Power 
Tool Co., Dept. AL, 1421 Barnsdale 
Road, LaGrange Park, Ill. 
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Electric Tool Removes Paint 


A new electric tool for paint removal, 
concrete surfacing, floor edging and boat 
and deck sanding is announced. Called 
the D-6, it is equally effective on wood, 
plastics or composition materials, maker 
says. When used with tungsten carbide 
discs, it is a perfect tool for paint re- 
moval from houses, floors and furniture, 
it is said. The tool also is suited for such 
industrial uses as removing rust and 
scale and for metal surfacing. 

Convenient handles and power switch 


New Mailboxes to Greet the Postman 


Stainless Steel Box 


Pictured above is one of 
the first of a new line of 
Circle No. 213 on Handy Cover Card 


$8.75. Southern Fabricators 
Corp., Dept. AL, 225 Aero 
Drive, Shreveport, La. 

Circle No. 212 on Handy Cover Card 


location within quick reach of either 
hand contribute to the complete safety of 
the unit. The power unit is a heavy duty 
3.5 amp Universal motor built for con- 
tinuous use. 

Market data. The D-6 is available in 
kit form with a variety of tungsten and 
carbide discs, assorted abrasive discs, 
sponge rubber and flexible backup pads, 
auxiliary handles, necessary wrenches 
and an operating manual. It retails for 
$69.95; dealer discount is 30%. It is pri- 
marily an item for consumer sale. Sales 
aids include a counter display. Coopera- 
tive advertising allowances also are avail- 
able to dealers. Porter-Cable Machine 
Co., Dept. AL, 137 Exchange St., Syra- 
cuse 4, N. Y. 
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stainless steel mailboxes. It 
measures 153%4” long, 744” 
high and 4%” deep. It uses 
seven pounds of stainless 
steel, which is supplied to 
the manufacturer by Alle- 
gheny Ludlum Steel Corp. 
The stainless steel is given 
a special architectural fin- 
ish to make it harmonize 
with all types of homes. The 
new line of quality mail- 
boxes is especially designed 
to help beautify and indi- 
vidualize today’s homes, 
maker announces. Village 
Blacksmith Div., General 
Metals Corp., Dept. AL, 
Watertown, Wis. 


VU 


High-Style Regent 


Called the Regent, a stur- 


dy new mailbox is made of 
heavy wrought iron, phos- 
finished in 


phatized and 


colonial black baked enam- 
el. Its recessed front panel 
has a handsome quilted de- 
sign, dressed up with a 
bright brass crown orna- 
ment. There is plenty of 
room inside the 5”x10%4”x 
2%” letter compartment for 
letters and small packages 
and the wrought iron mag- 
azine brackets provide am- 
ple space for the largest 
publications. The Regent, 
which retails for about 
$2.49, is the newest addi- 
tion to the Leigh Aristocrat 
mailbox line, which includes 
15 other models of every 
size and style. Leigh Build- 
ing Products, Div. of Air 
Control Products, Dept. 
AL, Coopersville, Mich. 


Circle No. 214 on Handy Cover Card 


76 


Personalized Mailbox 


Newest addition to the 
M-D anodized aluminum 
mailbox line is a_ vertical 
type 400 Series available in 
six color combinations. At- 
tached to the front of each 
box is a blank plate of a 
contrasting color, which the 
purchaser can have _per- 
sonalized with his own 
name engraved free of 
charge. All the customer 
does is remove the plate and 
mail it to M-D, where it is 
engraved and returned to 
him. The 400 Series meas- 
ures 1034” high not includ- 
ing the magazine holders; 
34%” deep and 6%” wide. 
The 400 Series is packed six 
boxes to a carton; suggest- 


Lb 


ed retail price is $4.50 each 
for any box in the series. 
Macklanburg-Duncan_ Co., 
Dept. AL, P. O. Box No. 
1197, Oklahoma City 1, 
Okla. 
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AT LAST...the true “‘deep-textured” look 


of carpet in Vinyl Asbestos Tile! 


. NEW bina tee CARPET TONES 


One look at these magnificent new Carpet Tones in Vina-Lux 
will tell you . . . here is the rich, dimensional “carpet look” your customers 
have been looking for .. . an effect that’s distinctively, exclusively 
Vina-Lux vinyl asbestos tile. 


Made with all the quality you expect from Vina-Lux — easy cleaning, 
super-durability, quiet resilience — Vina-Lux Carpet Tones have the fresh 
new styling and beauty that make money for you. Call your 
Azrock distributor for samples . . . now! 


4 colors — 9’« 9” — 1/16” gauge only 
Azrock is GOING Places... Why Not GO With Us! 


AZROCK FLOOR PRODUCTS DIVISION 


UVALDE ROCK ASPHALT CO. ¢ 594D FROST BANK BLDG, © SAN ANTONIO, TEXAS 


mA KEK BRO 
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Flat Saw Blades Announced 


Smartly packaged, a new line of per- 
formance tested high-speed and stand- 
ard hacksaw blades is announced. The 
Hi-Speed hacksaw blades are of the 
finest tempered Swedish tungsten alloy 
steel to provide excellence in cutting 
speed, accuracy and durability, no mat- 
ter what the material, maker says. The 
Standard hacksaw blades are of a super- 
alloy steel and will perform the 101 


tasks expected of a blade for general 
shop or home use, it is said. 

Market data. The Hi-Speed and Stand- 
ard hacksaw blades are smartly pack- 





DENISTON 


“LEAD-SEAL” 


GALVANIZED 
FINISH ONLY 


Lock 
and Bump 


Also furnished 
in RING SHANK ond 
STRAIGHT SHANK 


Designed to a Special Job 


No one type of nail is good for all types 
of duty. That’s why DENISTON de- 
signed a nail especially for use in applying 
metal roofing. One that would give a seal 
through which no moisture can penetrate. 

DENISTON ‘“‘Lead-Seal”’ galvanized 
metal roofing nails have proven their effi- 
ciency because of these advantages— 
“lead-seal’’, triple-lock, drive screw shank 
and heavily zinc-coated for protection 
against rust. With this combination you 
get a nail that will easily last the lifetime 
of a roof. To insure superior quality, 
DENISTON ‘“Lead-Seal”’ nails are now 
available in galvanized finish only. 


All DENISTON nails are shipped in 
50 1b., 3-ply corrugated colorboard cartons. 
Literature and price information available 
from your jobber or write direct. 


Ws rat Sg Be 


DENCO i Metal Rooting Nails : 


6,000 pounds of pressure is used 
to compress the lead cold, both over 
and under the steel head of the nail 
as well as down the shank. This in- 
sures a tight head that is impossible 
to knock off when driving the nail. 
In addition, the lead forms a perfect 
seal in the hole made by the nail. 


The heads will not “‘pop”’ off from 
the expansion and contraction of 


the metal roofing nor from 
vibration. 


32 Years of Quality 


Barbed 
Shank 


Ring 
hank 

wind ns 

Bright or Galvanized Finish 


THE DENISTON COMPANY 





49th & South Western Avenue” e 
IN CANADA: EASTERN STEEL PRODUCTS CO, 
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aged 100 blades per box. The blades 
are available in either 10” or 12” lengths 
with a choice of either 18, 24 or 32 
teeth per inch. The maker is offering 
an unusual profit potential for dealers. 
Sales aids include national advertising. 
The flat blades are ideal as items for 
both contractor and consumer sales. Ty- 
ler Mfg. Co., Dept. AL, 1005 W. Arbor 
Vitae Ave., Inglewood 2, Calif. 
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Masonry Drill-N-Anchor 


The new Saber-Tooth combination 
drill-anchor drills its own hole, then be- 
comes a masonry anchor with holding 
power up to 17,860 pounds to fasten 
fixtures to concrete. Expander plug 
(not shown in photo above) placed in 
drill end when anchor is driven home 
expands at bottom of hole. 

Holes are drilled quickly, even in hard 
concrete, by the drill-anchor’s core ac- 
tion, it is said. Since the drill and anchor 
are one, matching sizes is no problem. 

Market data. The Saber-Tooth Drill- 
N-Anchors may be used with power- 
operated or hand hammers. Eliminating 
the need for a separate drill, the new 
anchor avoids the initial extra cost of 
drills. Dealer sales aids include a folder 
listing typical applications of the drill- 
anchor. The Rawliplug Co., Dept. AL, 
248 Petersville Road, New Rochelle, 
N. Y. 
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Handsaw for the Homeowner 


Called the Speed King, a new spring- 
tempered handsaw features taper-ground 
saw steel construction, 8-point teeth all 
hardened for fast cutting, a full 26” 
cutting edge and a hardwood Perfection 
handle trimmed with nickel screws. 

Market data. The Speed King is an 
eye-catching, all ‘round home use hand- 
saw. Available now, it’s an ideal item 
for sale to economy-minded do-it-your- 
selfers. Atkins Saw Div., Borg-Warner 
Corp., Dept. AL, 402 So. Illinois, Indi- 
anapolis 9, Ind. 
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I believe 
it is supposed 
to be $1.98 


I thought the 
price was $1.89 








Isn’t this 
EMBARRASSING! ! 


—And if it happens in your store, you lose 
your customer’s confidence and possibly her 
future patronage . . . blows to your profit. 

Save yourself this trouble by using the 
Monarch Price Marking System. 


PRICE MARKS 


Gummed Labels 
String Tags 
Pin Tickets 


Senso Labels 
(pressure sensitive) 


eaeee== Fij] out and mail coupon for information. -=-<=«= 


© rit MONARCH nanxinc system co. 


216 South Torrence St. © Dayton 3, Ohio 


Without obligation to me, please send information on Model 20 


Dial-A-Pricer, and sample labels. 
AL 759 





NAME 





STORE NAME 





ADDRESS 
ZONE STATE 
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POST OFFICE 


NOYO 


“THRIFT PANEL” 






































now Quality Redwood 


packaged for 
DO-IT-YOUR-SELFERS 


Here’s a profitable way to answer requests for low 
cost redwood panels — offer “Thrift Panel” by 
Union Lumber Company. Twelve sections of A & 
Btr grade Kiln Dried redwood, packaged in spar- 
kling yellow and red protective Noyo Wrap. Week- 
end carpenters really go for “Thrift Panel” . . . so 
do professional builders! It’s light, durable, and 
easy to use. 
Available now in 4” & 6” widths and 7’ & 8’ lengths, 
“Thrift Panel” is resawn 4/4” stock . . . one side 
smooth surfaced, the other rough textured. Each 
package end-labeled to give size, 
grade, contents, and coverage. 
There’s a place for you to mark re- 
tail price, too. 
Let “Thrift Panel” and the grow- 
ing D-I-Y paneling trend build 
more sales for you. Order today 
from your Union Lumber source! 


Union LuMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG - CALIFORNIA 


SAN FRANCISCO PARK RIDGE, MAL. 
LOS ANGELES NEW YORK 
Sales Representatives Throughout the Nation 


Member California Redwood Association 
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Custom Cutter Tool 

Builders as well as the home handy- 
man will find the Dosch Custom Cutter 
an ideal tool for use in trimming miters, 
chamfers and bevels. It cuts all angles 
from 40° to 90°. Makes the old miter 
box and saw obsolete, says maker. 

Market data. Suggested retail price of 
the Dosch Miter Cutter is $74.50 Of- 
fering a dealer discount of 25% to 35%, 
it is available direct from maker. The 
minimum dollar investment for a dealer 
is $55.88. National advertising, a bro- 
chure and direct mail letter are among 
the dealer sales aids offered. Dosch Mfg. 
Co., Dept. AL, P. O. Box One, Thornton, 
Penna. 
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DEALERS! Rent and Sell 
NEW Plastic Shear 


U.S. Patent No. 2760265 


DRACO Shear Will Boost 
Your Plastic Laminate Sales 


Now ... you can profit by making it easy for 
your do-it-yourself, carpenter and cabinet- 
maker customers to cut plastic laminates. 
DRACO shear is portable, lightweight, simple 
to operate. Cuts clean, leaves smooth edge, 
eliminates sanding and finishing. No heating. 
Cuts straight line, curved or circular pattern. 
Reduces material waste; no chipping hazard. 
Saves time, labor, material. Ruggedly built. 
Cuts and trims, besides plastic laminates, 
Bakelite, hard fibreboard, plywood, veneer, 
press board, insulating fibreboard, variety of 
other materials. 
Fully Guaranteed. 
Retails for Only... 


$38.25 


Start getting DRACO ‘‘rent & sell"’ profits today! 


DRACO Div., L. E. Birbach Associates, Inc. 
1130 Main St., Boston-Maiden 48, Mass. 
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Variable-Speed 12” Wood Lathe 


A new gap-bed 12” wood lathe that 
combines the versatility of variable- 
speed with low cost is announced. It is 
especially designed for highly accurate 
wood turning, metal spinning, sanding, 
grinding, polishing, buffing, drilling and 
many other operations. The variable 
speed drive has an easy-to-read speed 
scale and a conveniently located hand 
wheel for quick dialing of any speed 
from 660 to 3,550 rpm. The cor- 
rect speed for any of the above opera- 
tions can be obtained while the machine 
is running. 

The new wood lathe also features a 
massive one-piece bed; a double-row, 
preloaded spindle bearing at the work 
end; and handy storage shelves. Stock 
is turned up to 12” over the bed and up 
to 154%” in the gap. Larger face plate 
work can be handled on the outboard 
spindle. 

Market data. The new wood lathe is 
particularly applicable for pattern, wood- 
working and furniture shops. Weight 
without motor is 270 pounds; price with- 
out motor is $314 fob. Rockwell Mfg. 
Co., Delta Power Tool Div., Dept. AL, 
458 N. Lexington Ave., Pittsburgh 8, 
Penna. 
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Economy Shopmate Jig Saw 


Newest addition to the Shopmate line 
of power tools is the Model SJ-581 Jig 
Saw. The jig saw can cut a 2 x 4, per- 
form the most delicate scroll work, make 
its own starting hole, cut up to a 17” 
perfect circle with ease, says maker. It 
has an air jet that keeps chips clear of 
the cutting area. It can cut at 45° bevel 
on either left or right side. Part of the 
new jig saw is a rugged 2.1 amp series 
motor that provides 2,650 full %” 
strokes per minute. 

Market data. The jig saw has a mar- 
resistant silver luster finish and weighs 
only four pounds. Available now, it is 
shipped with three blades for coarse, me- 
dium and fine cutting. It retails at 
$24.95. The manufacturer also an- 
nounces a new, low-cost oscillating 


sander with an advanced cooling sys- 
tem, heavier-duty motor, patented 
knurled roller locking device. Weighing 
only 4% pounds, it has a suggested 
retail price of $24.94. Portable Electric 
Tools, Dept. AL, 320 W. 83rd St., Chi- 
cago 20, Ill. 
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All-Purpose Garden Tool 


The new Monelle garden tool is actu- 
ally an 8-in-1 unit. It may be used as a 
garbage cart, a wheelbarrow, a snow 
shovel, a lawn roller, a lawn seeder, a 
lawn sweeper, a fertilizer spreader or a 
hand truck. It’s ruggedly constructed 
for years of use as an all-purpose lawn 
and garden tool yet light enough for 
easy mobility. 

Market data. The Monelle unit has a 
suggested retail price of $24.95, includ- 
ing the lawn roller. Additional acces- 
sories are the lawn sweeper, which re- 
tails at $12.95; and the snow shovel, 
which retails at $1.19. The unit is an 
ideal item for sale to homeowners the 
year ‘round. Monelle Corp., Dept. AL, 
Monmouth, Ili. 
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A Sliding T-Bevel Square 


Named the Cosair BS-8, a new sliding 
T-bevel square is equipped with a nickel- 
plated blade claimed to be _ rustoroof 
The blade measures 8” in length and 
features a specially designed unbreak- 
able, one-piece molded plastic handle 
without flash. The handles are perfectly 
square on all four sides to permit preci- 
sion measurements. A bronze adjusting 
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lever permits easy adjustment for ac- 
curate angles. 

Market data. T-bevel blades slide com- 
pactly into handle for protection of 


blade and user. Can be carried in pocket 
and are individually boxed. Retails for 
75¢ each. It is packaged for self-service 
hanging on racks. Great Neck Saw Man- 
ufacturers, Inc., Dept. AL, Mineola, 
N. Y. 
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Provides Soft Yellow Light 


The Tahitian Torch provides a soft 
yellow light that adds a festive and a 
dramatic note to gardens and patios. It 
holds enough fuel to burn for 20 hours 
and is made of steel with six-foot, three- 
piece steel post, maker states. 

An indented socket in the bottom of 
the fuel container permits using the 
torch independently without the steel 
post. This factor makes it ideal for use 
in boats, in camps, on picnic tables, 
piers, walks and as a roadside emergency 
flare. 

Market data. Available now, the Ta- 
hitian Torch is shipped kd complete 
with wicker and snuffer. Retails for ap- 
proximately $3.98. Wolfcrest Products, 
Dept. AL, Michigan City, Ind. 
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Develops New Fastening System 


A new masonry hand fastening system 
features the Multi-Use Fastening Tool 
shown in photo above. The tool is adapt- 
able for driving drive pins, threaded 
studs, wire loop fasteners, Drilfast self- 
drilling anchors and can be used as a 
masonry drill holder. 

Market data. Actually five tools in 
one, the Multi-Use is an ideal item for 
sale to contractors, maintenance engi- 
neers or homeowners, who fasten fix- 
tures to all types of masonry material 
such as concrete, stone, brick, etc. Due 
to its low cost and safety in operation 
(no explosives are used), the Multi-Use 
simplifies all masonry fastening by en- 
abling the user to have one tool that 
will accomplish practically all light to 
medium-heavy fastening jobs, maker 
says. U. S. Expansion Bolt Co., Dept. 
AL, York, Penna. 
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Blade for Plywood 


A circular saw blade developed ex- 
clusively for cutting plywood smoothly 
is announced. It ends the need to fill 
rough-up, splintered plywood with wood 
putty, maker claims. Saw teeth are extra 
sharp, with alternate sheer bevels for 
free, smooth cutting and hard chrome 
on each blade for long life. Saw scream 
is said to be eliminated and the flutter 
is minimized by the presence of the 
chunky, high-backed teeth. 

Market data. Hollow ground, the blade 
gives clearance for reduced friction 
and long life, while a thick collar on 
the blade gives it maximum rigidity. 
Available now, the blade is an ideal 
item for sale to home shop owners, vo- 
cational schools and carpenters. Disston 


Div., H. K. Porter Co., Dept. AL, Phil- 
adelphia 35, Penna. 
Circle No. 226 on Handy Cover Card 


(continued on page 82) 


























ANNOUNCING 


NOVA \/iSTH-LX 


TRANSLUCENT PANELS 


(with Fiberglas,. reinforcement) for the control of light, heat, privacy, weather 


The demand for Fiberglas® -Reinforced 
Translucent Panels continues to grow, 
month after month. A popular specialty has 
already become a commodity. 

Nova Vista-Lux Panels meet every 
requirement in this field—with three impor- 
tant, exclusive features: BONDED-IN COLORS 
—for improved color fastness; VISTA-GLAZE 
FINISH—for extra weather resistance; 
HEET-BLOX—a special ingredient that 
blocks up to 92% of infra-red rays. (The 
pereentage varies according to color used.) 

Nova Vista-Lux is available with corru- 
gations from 144” x '4” to 4.2” x 1\ie” — 
widths from 26” to 42”—lengths from 8’ to 
12’—and a total of 12 colors. Also in flat 
sheets from 24” to 44” in width and 8’ to 12’ 
in length. The flat sheets are particularly 
well adapted for shatterproof, industrial 
glazing and skylighting. The Nova Vista- 


SALES 


* Trenton 3, N. J. 


NOVA 


A wholly owned subsidiary of 


Homasote Company NAME 
. 
in Canada: Homasote of Canada, 


Ltd., 224 Merton St., Toronto 12, Ont. 


ADDRESS 





Lux line includes all necessary accessories 
for application. 

Mail the coupon today for fully- 
illustrated folder with specifications. 

Here are some of the many uses — 
RESIDENTIAL — PATIO ROOFS « SUN PORCHES 
SHOWER DOORS ¢ SKYLIGHTING ¢ CARPORTS 
e CANOPIES ¢ AWNINGS ¢ FENCES « LOUVERS 
¢ POOL ENCLOSURES ¢ PARTITIONS ¢ SCREENS 
@ WINDBREAKS ¢ SHELVING 


COMMERCIAL— PARTITIONS «© AWNINGS « SKY- 
LIGHTING ¢ STORE FRONTS ¢ WINDOW GLAZING 
e SIGNS ¢ DECORATIONS ¢ DISPLAYS « 
ENCLOSURES ¢ CEILINGS 


INDUSTRIAL —SKYLIGHTS © PARTITIONS e 
e SIGNS e ENCLOSURES ¢ BILLBOARDS 
e WINDOW GLAZING « SIDE LIGHTING e 
EXHIBITS «© SHOWER STALLS * CANOPIES « 
DISPLAYS « PANELS 


Send the literature and/or specification data checked: 
0 Nova Vista-Lux 


0 Novafold Doors 
] Nova Brentwood Pattern Shake-Panel 


Nova Shake-Panel 
Nova Shakes 


STATE 
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Offers New Lawn Rake 


Steel frame of the new True Temper 
Briar Edge lawn rake is ribbed for extra 
strength. Its 20 teeth are locked into 
place by a double grip to avoid loosen- 
ing. The long 8%” teeth have rounded 
tips for gentler action. Fire-hardened ash 
handle is 52” long. 

Market data. The new Briar Edge lawn 
rake has a low price of $1.35 retail 
(higher west). It is primarily an item for 
sale to the home gardener. True Temper 
Corp., Dept. AL, 1623 Euclid Ave., 
Cleveland 15, Ohio. 
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Heavy-Weight Grass-Stop 


A heavy-weight, safety-edge grass bar- 
rier of rustproof aluminum includes 3” 
and 4” widths in 24’ continuous coils 
and in widths of 3”, 4” ,6” and 8” in 
continuous coils that are 40’ long. 
Called Grass-Stop, its special safety edge 
protects hands from being cut during 
installation of the barrier and children’s 
bare feet after installation, maker states. 
Too, it cannot interfere with mowing, 
maker says. 

Market data. The new 3” width and 
the new Thrift Quality 4” are ideal items 
for sale to homeowners. Grass-Stop is 
packed in continuous coils for good dis- 
play power and easy carry-home. Nich- 
ols Wire & Aluminum Co., Dept. AL 
Davenport, Iowa. 
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Gold-Plated House Numbers 


A complete line of Orna-Metal 3” 
high, individually skin-packaged house 
numbers is available. Each number is 
cast in a graceful design with a ham- 
mered finish and features a gleaming 
24-karat gold-plated coat. This attrac- 
tive gold finish helps to keep the num- 
bers bright and protects from the weath- 


er. 

Market data. Orna-Metal house num- 
bers mount easily with two matching 
nails, which are packaged with each in- 
dividual number. They are available in 
a complete series from “O” through “9” 
in a display carton of 10 per number. 
Southern Fabricators Corp., Dept. AL, 
225 Aero Drive, Shreveport, La. 
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(For more new Tool and Hardware 
products, see the next issue). 








Cross-cuts or 
Rips panels of 
TILEBOARD 
HARDBOARD 

PLYWOOD 
ALUMINUM 
PLASTICS AND 
PLASTIC 
LAMINATES 
ALSO USED TO 
TRIM DOORS 





Now You Can Make A Profit 


Cutting Panel Boards To Size With A 
_ Bennett 


WRITE FOR PRICES AND LITERATURE 


RICHARD C. BENNETT MFG. CO. 


BOX 339 


LACEYVILLE, PENNA. 


PAYS FOR ITSELF IN A FEW MONTHS 


Rips or cross-cuts can be made without remov- 
ing panel from machine. One man can cross- 
cut or rip a 4’x 12’ panel alone and quicker 
than two can on a table saw. All cuts are con- 
sistently square. Vertical and horizontal seales 
are attached for selective cuts. Machine is 
fool-proof; can be operated by unskilled in 
complete safety. 
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Trade Mark 


Registered 





DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 56 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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For Details See New 
Inquiry Card on Back Cover 





Wire Wheels & Cup Brushes 


Oxwall Tool Co. is introducing a com- 
plete line of wire wheels and cup 
brushes in a wide variety of sizes and 
packaging. Choices of packaging range 


from a skin packaged assortment (No. 
300) on free wire display rack pictured 
below to skin packaging in open stock 
bulk and three bulk assortments on free 
counter display cards. These imported 
wire wheels come in coarse and fine 
grades with 4%” arbor in sizes of 1% 
diameter to 3%” diameter; with 2” 
bore, no arbor, from 3” to 6” diameter 
and cup brushes with %4” arbor in 2” 
diameter. 

Deal No. 300 assortment consists of 
16 all-purpose wire wheels and cu 


brushes in assorted sizes. Total retail 
value is $28.98, dealer cost is $17.39, 
giving a full 40% profit. A free wire 
display for floor or wall use measures 
31”°x27”x13”. Oxwall Tool Co., Ltd., 
Dept. AL, 928 Broadway, New York 10. 
Circle No. 231 on Handy Cover Card 


Self-Seller for Masonry Drills 


Two Padlock Assortments 
A new self-seller display for mer- 


chandising genuine Carboloy tipped ma- 
sonry drills is now available at no cost 
to the dealer. The three-color display is 
designed for use either on the counter or 
on the wall. Each drill size is clearly 
marked, including the suggested retail 
prices. It is available with two stock 
quantities: No. 512  self-seller, which 
contains minimum stock of 12 drills in 
sizes from 3/16” to %” diameter for 


A wire rack to stimulate impulse pur- 
chases by providing full display for 
See-Pack, a visual package, is an- 
nounced by Slaymaker Lock Co. The 
sturdy, colorful rack holds 24 locks 
(four each of six numbers) yet is only 
1444"x82"x414"”. The free display is ef- 
fective as a wall or counter display unit. 

Slaymaker offers a choice of two pop- 
ular padlock assortments: PB-17, which 
is an all-brass assortment; and PB-57, dealers who want a minimum _ invest- 
which contains brass, laminated and : ment; and No. 535, which contains a 
combination padlocks. Slaymaker Lock larger stock of 35 drills in the same 
Co., Dept. AL, Lancaster, Penna. sizes as No. 512. 

Circle No. 230 on Handy Cover Card (Continued on page 84) 








Boost homeowner sales with Multiplex Displays 


As the homeowner portion of your business grows, the 
importance of well-organized informative display in- 
creases. The consumer today expects a retailer to make 
it easy for him to shop, compare, learn, select, and 
buy . . . because the consumer has been conditioned 
by the highly competitive merchandising of super- 
markets, department stores, and others. 


Multiplex Display Wings have a ‘'self-service’’ charac- 
teristic that provides effective merchandising for panel- 
ling, roofing and siding, wall and floor coverings, mold- 
ing, carded hardware items, etc. 


Multiplex Wings are steel-framed with various fillers 
such as fiberboard, pegboard, plywood, etc. Wide 
range of sizes available . . . any number of wings 
can be used. Mail the coupon for complete informa- 
tion, specifications and prices. 


Show it well, and it will sell! 


- MULTIPLE, 525553232773 
Dispiay Fixture Co. ! 
907-917 North 10th Street St. Louis 1, Missouri - 
Please send your Display Equipment Catalog 
NAME 
COMPANY 
ADDRESS... 


Characteristics of various panelling samples being explained to a cus- SITY AND STATE... ; ae . .JL-59 
tomer at the Ebenreiter Lumber Company, Sheboygan, Wisconsin « a= am am ae oe oe oe oe oe oe oe oe ee ee ee ee ee es ee ee ee 
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NEW SALES AIDS 


(begins on page 83) 





The masonry drills have genuine Car- 
boloy tips and _ heat-treated shanks, 
which eliminate bending under pressure, 
says maker. They can be used for drill- 
ing in concrete, cement, masonry and 
composition materials. Henry L. Han- 
son Co., Dept. AL, 25 Union, Worcester, 
Mass. 

Circle No. 232 on Handy Cover Card 


illuminated Signs in Minutes 


A new Clip-on Sign Kit permits a 
dealer to make his own signs simply by 
inserting letters in plastic frames which 
are clipped onto fluorescent tubes. For 
color, the sign kit provides filters of 
various colors which can be inserted in 
the frames behind the letters. 

An ideal item for retailers, the basic 
kit can be used to provide infinite vari- 
ety in signs as changes can be made in 
a matter of minutes by inserting new 
letters and colors in the frames. The 
manufacturer provides both the kits and 
the fluorescent lights to which they are 
attached. The kit, which includes 40 
frames, 45 red, yellow and blue filters 
and 110 letters, numerals and symbols, 
retails for $24.88. Stuart Heller Co., 
Dept. AL, Island Rd. & Laycock St., 
Philadelphia, Penna. 

Circle No. 233 on Handy Cover Card 
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Wire Wheel Assortment 


A new wire wheel assortment includes 
14 assorted size wheels, both fine and 
coarse, for the mechanic and home 
handyman. The wheels are made to in- 
dustrial specifications, each individually 
and attractively bubble-packed on hang- 
up cards. The sturdy wire rack (28” high 
x 15” wide) for counter or wall display 
is included free with a dealer order. Items 
are medium priced with refills available 
from open stock. Coastal Abrasive & 
Tool Co., Dept. AL, 40-22 23rd St., Long 
Island City 1, N. Y. 
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WHITE CEDAR 
SCREEN TYPE 


Right — POST AND 
RAIL— Hand Split— 
2,3, 4 or 5 Chestnut 
Rails. 


Note how 
ends of rails 
are doweled 

for easy 
assembly. 
7 or 8 ft 
sections 
Bias 





YARDS—Toledo, Ohio 

W. Va.—Webster Springs 
Bayard, Lewisburg 

VA.—Clinchburg, Damascus 
We can serve your truck 


CATALOG 


_ 
—— 


By WOOD 
PRODUCTS | 


A PROFITABLE SIDE LINE FOR YOU 


MANY TYPES FOR 

SUBURBAN HOMES 
ESTATES - CLUBS 
Gates To Match 


WHITE CEDAR - RESIDENTIAL 


PENTA PRESERVATIVE 


We can treat both posts and rails with 
this nationally known preservative. 


— write FOR WOOD PRODUCTS CO. 
TOLEDO 12, OHIO 





“JUST A FRIENDLY REMINDER To SUGGEST ‘SCOTCH* 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT !“ 
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“SCOTCH” ond the plaid design are registered trademarks of 3M Co., St. Paul 6, Minn. 
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Skil Introduces Two Holiday Gift Packs 


oF 
aie SE BO (Pe Gs 
Oe - PSUS Ae eek cer 


SKIL IS OFFERING FREE a handy, 
adjustable rip guide and extra blade 
($5.45 value) with each new 6%” Skil- 
saw Gift Pack all for the regular $49.95 
retail price of the saw alone. Packed 
inside each gift pack carton is a color- 
ful display card, which mounts over 
motor housing of saw to make compact 
window or counter display. 

The 64%” homeowner’s saw is pow- 
ered by a motor over one hp giving 
torque to spare on tough cuts. Saw has 
extra cutting capacity for making 45° 
bevel cuts in 2” lumber. It also fea- 
tures easy-to-adjust depth and _ bevel 
controls, non-binding lower guard, high 
speed motor and precision helical gear- 
ing 

Each Skil Model 536 gift pack (pic- 
tured at left above) contains a postage- 
free business reply card for ordering 
the following free sales aids: combina- 
tion stuffer and counter piece, ad mats, 
window streamers and envelope stuffers. 


ANOTHER SPECIAL OFFER just 
announced by Skil is a $7.50 blade kit 
including nine different wood and metal 
cutting blades. By ordering Model 514 
Jig Saw at the regular $47.50 price, 
less your full regular discount, you re- 
ceive a special gift pack with free blade 
kit attractively packaged with its own 
self-display card inside. 

The gift pack permits a dealer to sell 
in one, neat package everything needed 
to cut wood, composition, metal—in 
any shape from straight lines to curves, 
Skil states. 

Inside each Skil Jig Saw gift pack 
(pictured at right above) is a card 
which will speed these free merchan- 


dising aids: window streamers, envelope 
stuffers and ad mats. 

Both of the new Skil special offers 
expire Dec. 31, 1959. Both of the spe- 
cial offers are now available from Skil 
Corp., Dept. AL, 5033 Elston Ave., 
Chicago 30, Ill. 

Circle No. 235 on Handy Cover Card 


One-Stop Tool Merchandiser 


A new Red Devil merchandiser dis- 
plays a wide assortment of painters’ and 
glaziers’ tools. It is given free of extra 
charge with each purchase of the des- 
ignated A-30 assortment of new vacu- 
um pack carded tools. It occupies only 
24”x30” of floor space and is 60” high. 


The total of 372 individual items in the 
merchandiser sells for $87.35 to the 
dealer; retail price is $145.98; profit is 
$58.62, a full 40%. 

A two-sided gray perforated hard- 
board, measuring 28”x48”, is held in a 
black metal stand to display the carded 
tools. A big bottom shelf holds the 
boxed tools and leaves room for other 
high-turnover items. Each unit is packed 
in two cartons and has a shipping weight 
of 85 pounds. Red Devil Tools, Dept. 
AL, Union, N. J 
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MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bidg. 
Kansas City 6, Mo. rwx xc-ss4 


DISTRIBUTORS 


Representing: 








Circle No. 34 on Handy Cover Card 





FIBREGLASS PANELS 





in Complete 
instead of “Piece-Meal” er 


Sell PLATED WASHERS 


KLIP;PAC], Units 


THE “NEW LOOK" THAT SELLS 
Translucent Fibreglass panels—corrugated 
or flat—in an endless array of colors and 
textures, add striking permanent beauty, 
to any home, store, office or plant. Sell 
it for patios, carports, partitions, window 
walls, shutters, skylights, overhangs, en- 
closures, etc. Ideal for colorful non-break- 
able window glazing. Vitalite will SELL 
for you, wherever it is used. 

Write or phone for complete details. 
UNITED PLASTIC PRODUCTS CO. 
Dept. AL, Rte. 130, Florence, N. J. 
HYacinth 9-0591 
We manufacture the products we sell. 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” bolt size. 
ORDER FROM YOUR JOBBER. 


WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2203 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 
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Classified 
Advertising 


Terms — Cash With Order 

Minimum Charge $7.50 

Rates: 

1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25¢ per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 

No agency commission or cash discount 
allowed. 

All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ill. 
Phone: Fi 6-7788 





HELP WANTED 











MILLWORK ESTIMATOR 
AND SUPERINTENDENT 

South Flordia Millwork firm wishes to em- 
ploy experienced Millwork Estimator and 
Superintendent. None but man of good 
character considered. No drinker wanted. 
Address Box H-55 American lumberman & 
Building Products Merchandiser. 





SOUTH FLORIDA 
RETAIL YARD MANAGER 

South Florida is experiencing tremendous 
growth, which necessitates the expansion of 
our operation. 
You can enjoy the benefits of working for 
a well established company with pe nt 

2romotional opportunities and ps gn med 

enefits. Write in complete pt of your 
experience in the lumber business, and pe 
sonal background, enclosing a recent shote- 
graph and mail to Box J-20 American Lum- 
berman & Building Products Merchandiser 





SITUATIONS WANTED | 





Retail Lumber Manager desires position, age 
35, married, 13 years experience managing, 
buying, drafting, estimating, etc. Best refer- 
ences. Address Box J-21 American Lumber- 
man & Building Products Merchandiser. 





SALES REPRESENTATIVE 
AVAILABLE 











Manufacturers representatives wanted in all 
territories to sell nationally known building 
product specialties to lumber and building 
material dealers. Write stating present lines 
carried and territory eocumale Box 6526-C, 
Minneapolis 20, Minn. 


86 





RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock. 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 400 Park Bldg., Pittsburgh 22, Pa. 





LUMBER & DIMENSION 
WANTED 











CORE BLOCK PRODUCERS 
Requ a corte shipments 5/4 and 8/4 x 1- 
13/16” S Higher prices offered for con- 
tinuous apipemette Address Box H-60 Amer- 
ican Lumberman & Building Products Mer- 
chandiser. 





BUSINESS FOR SALE 











MODERN LUMBER YARD—For Lease or 
Sale—Erie, Pennsylvania, available now 15M 
sq. ft. lumber 532 ft. private rail- 
road siding — 442 acres — separate office 
building — excellent corner location. Han- 
dle direct. Prendergast Co., Cleveland 5, 
Ohio — Michigan 1-7175. 





Arizona’s Oldest Retail Lumber Business 
For Sale. Owner for sixty-three years wants 
to 9 Will lease proper’ with 87,500 
sq. ft. of ground yg ~ Ay 000 sq. ft. of 
shed space. Rail spur inside yard. Address 
Box H-53 American Lumberman and Build- 
ing Products Merchandiser. 





THE MOST OUTSTANDING YARD in the 
Southwest is for sale due to owner's retire- 
ment account of age. City of 350,000. Estab- 
lished business; yearly sales approximately 
$1,000,000. No mus. Inventory at market. 
Sell or lease equipment and improvements to 
responsible purchaser. Exceptional —, 
tunity. Negotiations confidential. ress 
Box H-26 American Lumberman, Inc. 





For Sale: Lumber, my Su fig Paint 
and Hardware. 18,225 Sq. Ft. under roof. 
Railroad Siding. Business established 1884. 
Population 12,000. Address Box H-61 Amer- 
ican Lumberman & Building Products Mer- 
chandiser. 


FOR SALE: Lumber, mall Aleka town, 
t and hardware, sma 

Tossing — $100, 000—2 buildings, 

any. foing concern. Excellent ny, 

some financing available. Address Box G-51 

American Lumberman, Inc. 





New York Area: Excellent Retail Lumber- 
ard for sale or rent. Owner 40 years in 
usiness to retire December 1959. Necesary 

capital $75-100,000. Address Box H-64 Amer- 

ican Lumberman & Building Products Mer- 
chandiser. 





The most ag om he lumber yard in Brev- 
ard County. Unusu = tenes to pur- 
chase prosperous yard booming missile 
area on East Coast of Florida. Aggressive 
outfit doing about $1,000,000 a year in sales. 
Immediate return on your investment. Ad- 
dress Box J-22 American Lumberman & 
Building Products Merchandiser. 





Excellent opportunity for a lumber- 
hardware man to buy a well estab- 
lished lumber and hardware business, 
in one of the fastest growing counties 
in the Bay Area of California. Address 
Box J-23 American Lumberman & 
Building Products Merchandiser. 





MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information. 
INNESOTA SPECIALTY CO. 


M 
119 North Fourth Street 
Minneapolis 1, Minn. 





RETAIL CATALOGS 
Agvertieing that lasts. Write for de- 
tails. 

The Dingley Press 
Freeport, aine 





End the back-breaking strain of mov- 
ing heavy loads with hand equipment. 
Exclusive features permit one man to 
do the work of four with less effort 
and without a heavy investment in 
motorized equipment. An inquiry on 
your letterhead, giving name and 
title, will bring complete details. No 
obligation, of course. Address: Twin- 
Tilt, P.O. Box I-7, Cincinnati, Ohio 





Outdoor Sales Area Popular 


Dary Lumber Company’s back-of-the 
store outdoor sales mart in San Bernar- 
dino, Calif. is fast becoming the front 
of the store, according to manager 
Teaque, because of the variety of items 
kept here. 

A convenient cashier’s station under 


the overhang saves the customer from 
going into the store to pay his bills. 
Nearby is a 34-car parking lot. 

It isn’t necessary to move the mer- 
chandise at night because the yard is 
locked and kept under the supervision 
of a night watchman. 
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‘‘Have You Overlooked This”’ 


The fcllowing manufacturers were carried 
in the June 22 issue of American Lumber- 
man & BPM and are again listed with their 
inquiry numbers for your convenience. Use 
the Handy Cover Card for more information. 


Acme Steel Strapping 
Manufacturer offers booklet of instructions 
=) aor to unload packaged lumber from 


alligd: "Chemical, Barrett Div. 
Shingles that sell themselves offered. 
American Screen Products Co. .... 

Detailed folders give complete information 
on sliding, folding and pocket door 
hardware. 

Armstrong 
The most advertised name in ceilings. 


Behr-Manning Co. 30 
Bear Sandpaper Rack is offered to deal- 
ers to increase sales. 
Berry Steel Doors 
Complete package includes all PET T= 
necessary for installation of weather 
sealed garage door. 
Bethlehem Steel 
Tough, easy to drive nails come in a com- 
plete range of sizes, styles and finishes. 


Carey Manufacturing Co. ........... 346-347 
New bulletins give full story of Roofmaster 
shingles and Ceramo panel siding. 
Chevrolet Division of General Motors ...310 
Manufacturer announces an engine tough 
enough to do even the toughest jobs. 
Continental Can Co., Conolite Division .309 
New National advertising campaign pre- 
sells customers. Combination display 
rack-dispenser also offered. 
Continental Steel Corp. 32 
Information available on welded wire rein- 
forcing fabric. 


Dennix Products Co. 
Offers free catalog on Scandanavian round 
or heavy duty square tapered legs. 
Dicks-Armstrong-Pontius 
Special new store display kits offered to 
dealers. 
Duro-O-Wal 
Free literature on better masonry wall 
construction available. Use handy cou- 
pon on back cover. 


Estwing Manufacturing Co. 
Offers new “three in one” 
mer. 


342 
drywall ham- 


Farley & Loetscher Manufacturing Co. . .312 
Manufacturer offers complete line of 
ualit gt gga 
Filon Plastics eeees 321 
In-store , Ka, and specialized ~ ~-jusaaat 
are offered to a sales job easier. 
Fordyce Lumber Co. 9 
Boasts 70 years canis lumber products. 
Formica Laminated Plastic 338 
Versatile Safe-Bond contact cement goes 
twice as far. 


Georgia-Pacific 
Offers complete line of decorative and 
hardwood plywood in a choice of 16 
handsome veneers. 
Georgia Plastic 
Premium sheating carries written one year 
guaran 
Gering Procuts, Inc 329 
Free sales aids available to help dealers 
sell superior polyethylene film. 


Independent Lock Co. 314 
New colorful lock merchandiser offered 
free to dealers. 
Insulite 307 
— remodeling kit is offered to contrac- 
ors. 


Leigh Metal Products 331 
Free literature available on easy to install 
Full-Vu steel folding doors. 
Louver Manufacturing Co. .............. 322 
Catalog offered on complete line of ven- 
tilating louvers. Use handy coupon on 
back cover. 


For data on 
products in 
this issue. . . 


Masonite Corp. 305 
New ways to use products are suggested to 
increase sales 
Michigan-California Lumber 317 
— quality lumber begins with quality 
rees 


— Lock Co., Medalist Hardware Divi- 
323 


Ney lockset is ultimate in distinctive styl- 
ing and troublefree performance. 
National Manufacturing Co. 350 
Send for free catalog on packaging and 
labeling of Yr hardware. 
National Starch and Chemical Corp. ..... 327 
New granite board underlayment gives im- 
proved surface and less noise for low 


cost. 
Neils Lumber Co. 
Free plans and erection instructions avail- 
= “Double Life” barn poles and 
posts. 


Osmose Wood Preserving Co. ........... 341 
Offers film and brochure on Wonder Wood. 
Use handy inquiry card on back cover. 


Pacific Lumber Co. 303 
Finest premium quality offered by Palco 
architectural nny gee 
Pacific Mutual Door 313 
— offers cennblole line of Ply- 
woo! 


Co. 343 
Catalog offered on R-B roll off truck 


ADVERTISERS’ 


Santiam Lumber Co. 316 
Plywood inspected and tested to insure 
quality. 
Sargent 3 
“Sales-tested profit plan’’ includes selling 
aids, residential hardware catalog and 
lucky key contest. 
Sterling Corp. ’ 
Manufacturer offers complete hardware 
catalog. 
Sun Valley Industries, Inc. 332 
Aluminum sliding glass doors available in 
four price ranges. 


Tarter, Webster & Johnson, Inc. 
Constant serene insures qualit 
a dependable source of lumber and lum- 
ber products. 

Taylor Garage Doors, Inc. ...............348 
Sectional all steel garage doors have cus- 
tom mouldings and window variations. 
Turnbuckles, Inc. 319 
Advertising campaign, packaging and dis- 
pore help speed sales. New catalog of- 

ered. 


U. S. Aluminum Siding Corp. 34 
Manufacturer offers ad mats, brochures, 
and “pitch book” designed to sell. 


Warp Brothers 336 
New Coverall dispensing displays make for 
easy selling—easy handling. 


INDEX 





Acme Quality Paints, Inc. 
American Steel & Wire, 

Div. of U. S. Steel 1 
American Telephone & Telegraph Co. 
Anderson Hotel and Cottages 
Azrock Floor Products Div., 

Uvalde Rock Asphalt Co. 


Bennett Mfg. Co., Richard C. 
Bunyan Lbr. Co., Paul 


Cabana Pools, Inc. 

Capitol Products Corp. 
Celotex Corp., The 
Columbia-Geneva _— Div. . 
Crestline Co., 


Deniston Co., The 
Dexter Lock Division, 

Dexter Industries, Inc. 
Dodge Corp., Ww 
Draco Div., 

L. E. Birbach Associates, Inc. 
Durham Co., Donald 


Exchange Sawmills Sales Co. 


Firestone Tire & Rubber Co., The 
Frantz Manufacturing Co. 


Goodman Lbr. Div., 
Calumet & Hecla, Inc. 


Hager & Sons Hinge Mfg. Co., C. 
Hotel Auditor 


Johns-Manville 


Kaiser Aluminum & 
Chemical Sales, Inc. 
Keystone Steel & Wire Co. 


Libbey-Owens-Ford Glass Co. 

Lockwood Hardware Mfg. Co. 

Long-Bell Division, 
International Paper Co. 





See and Use Handy Cover Card 
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Macklanburg-Duncan Co. 

Mauk Lbr. Co., The C. A. 

Mauk Seattle Lbr. Co. 

Millers Falls Co. 

Minnesota Mining and Mfg. Co. 
Monarch Marking System Co., 
Mortell Company 

Multiplex Display Fixture Co. 


National Hardware Corp. 
Nevamar Carefree Kitchens, Inc. 
Nova Sales Co., 
Sub. of Homasote Co. 
Nu-Trend Aluminum Products Corp. .. 


Orangeburg Mfg. Co., Inc. 


Pickering Lbr. Corp. 
Plasticles Corp. 


Regal Window Products Co 
Roberts Co., The 
Roddis Plywood Corp. 


Simpson Logging Co. 
Simpson Redwood Co. 
Symons Clamp & Mfg. Co. 


Tamms Industries Co. 
Tennessee Coal & Iron Div. 
Tennessee Stove Works 


Union Lbr. Co. ous 
United Plastic Products Co. ............. 
U. S. Gypsum 
U. S. Steel Corp. 
U. S. Steel Export Co 
Universal Atlas Cement, 

Div. of U. S. Steel 


Warp Brothers 

Wells Aluminum Corp. 
Wells Lbr. Co., J. 
Western Pine Assn. 
Wisconsin-Mich 

Wood Products 

Wrought Washer Mtg. Co. 


es 


inside 
back cover 





MANAGEMENT WORKSHOP-IN-PRINT — ORGANIZED TEAMWORK SERIES NO. 5 


A Pattern for Profitable 


Dealer-Contractor Relationships 


Organizing Contractors for Mutual Profit — Part 1 


The basic dealer strategy is to divide contractors into 
three categories: 

The First Team—placed first because it has the great- 
est potentialities for mutual profit—should be called the 
building or “B” Team. 

The building team includes all contractors who are 
content to let the dealer’s organization do their selling for 
them, or who can be sold on so doing. 

The Second Team is the contract sales or “S” Team. 
The contract sales team would consist of all contractors 
who want in on the sale of their services, but are willing 
to work with the dealer’s sales people as sales and 
service partners under the dealer’s sales direction. 

The Third Team are all independent (who want no 
relations with the dealer except that of buyer-seller) con- 
tractors, called the “I” team. This team usually includes 
the operative or tract builders, and heavy construction 
operators. 

The Independent Team would embrace all contractors 
who want no help from the dealer, are strictly independ- 
ent, who are intensely competitive in their buying, who 
make price their primary buying consideration, and who 
usually have their own sales and service offices. 

The success of this joint venture in mutual profit 
policy will be dependent on the dealer’s ability to per- 
suade his contractors that both parties on the team will 
do better by working together. This is especially true of 
the first and second teams. 

The profit for the contractor in the teamwork pro- 
gram must be demonstrated to him. In accomplishing this, 
the dealer should approach the problem with empathy, a 
determined effort to understand the contractor—how he 
thinks—how he feels—what are his objectives? 

Many contractors, especially the smaller ones who are 
in the majority, do not have too easy a time. They are 
fearfully price conscious, even more so than dealers. The 
competition between these contractors is often deadly. 
The dealer should show the contractor how by entrusting 
the combined sale of materials and labor to the dealer’s 
organization, he will get away from his most service 
price competition, and thereby make more money. 

Then the contractor should be reminded that outside 
industries, like the automobile, television, clothing, travel, 
etc., industries, who compete with the building industry for 
the consumer’s dollar, have stores, show rooms, heavy 
advertising and promotional investments, installment sell- 
ing plans and trained salesmen. 

Next show him that the industry on which he is de- 
pendent will never get the proper share of the consumer’s 
dollar unless such facilities are developed and used. 

The contractor should be shown what is involved in 
hiring, training, compensating and equipping salesmen. 
Make him realize that he could not afford the cost of 
such a project, and if he did, he would not have the 
teachers to scientifically train and manage salesmen. 

A list of benefits to the contractor under this teamwork- 
for-mutual-profit-plan is shown in a box and these should 
be used in selling the contractor on this idea. Once the 
contractor is convinced that partnership on the dealer’s 


team really means more profit for him, the rest is easy. 

By using empathy in his approach and proving the 
mutuality of profit, the dealer will find that enough 
local contractors will accept the principle of dealer-con- 
tractor teamwork for mutual profit to get his control- 
led consumer selling program launched and that more 
and more contractors will join up on the team as the 
program grows. 

A note of caution: Many dealers have had the tragic 
disappointment of having contractors whom they have 
launched and supported and built into successful business 


zs 


What Dealers Want from 
Contractor Team Members 

Their business at a profitable price—justified by the 
service rendered 

Reliable, competent and thorough construction service 
which will bring customers back 

Competent and prompt estimating service, when needed 

Prompt follow-up of consumer complaints—fair and sat- 
isfactory adjustment 

Follow-up on prospects promptly and efficiently. 

Make good any faulty workmanship 

Receptivity to advanced construction ideas and new 
products 

Efficient handling of business details and payment of 
bills when promised 

Specify the dealer’s brands when buying 

To bring “beefs” and grievances in for prompt handling 

Use what the dealer has on hand when it meets “or 
equal” specifications 

Appreciation for help 

Loyalty 

Bring in his prospects for help in closing sales 

Sales cooperation when practical 

Keep all promises 

A real marketing partnership 

Teamwork for mutual profit 


What Contractor Team Members 
Want from Dealers 

A complete home planning and improvement sales and 
service center 

Help in solving problems that require special business 
management training 

Reliable, complete and competent materials service 

Help in scheduling the flow of materials to the job 

To be paid as soon as the job is satisfactorily completed 

Prompt handling of complaints—make good on faulty 
materials 

Keep all promises 

Frankness—a cards-on-the-table attitude 

Competitive prices—based on equal service 

Help in avoiding mistakes, trouble and losses 

Sales cooperation when needed 

Loyalty 

Teamwork for mutual profit 

A real marketing partnership 
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men, leave them or later subject them to bitter price 
pressure. Plans should be laid at the start to make mutual 
loyalty permanent. 

On the other hand, there are many case histories of 
dealers who have found themselves carrying sizeable past- 
due balances for contractors, who put such contractors on 
their team, collected the past due accounts, and made 
these contractors profit-making business men and good 
credit risks for the dealer. 

A little forethought on this at the start, a little em- 
phasis on the Golden Rule, on the mutuality of the pro- 
gram, together with the use of dealer controls, will lessen 
the future number of contractors who forget the im- 
portant help a dealer has been to them. 

Of course the most practical way to assure contractor 
loyalty to the dealer is to become his best customer. 
This means the establishment of sales and merchandising 
controls which assure continued contractor cooperation. 

Now let’s take a more detailed look at the building 
(“B”) team, the contract sales (“S”) team, and the in- 
dependent (“I”) team in a dealer-contractor organization. 
We'll do that in the next two parts of this installment. 

Benefits To The Contractor 
In Joining The Dealer Team 

* More use of his services. Fuller employment. 
With the dealer conducting an aggressive, creative 
and dynamic merchantable construction sales pro- 
gram, backed with modern store and display facili- 
ties; with an extensive and continuous advertising 
campaign; and with trained salesmen selling big- 
ticket construction packages, it is inevitable that 
more contractor services will be needed. Such a pro- 
gram could conceivably double or triple the con- 
struction volume in the local trading area. Custom 
contractors are certain to cash in with extra profits 
because their services are indispensable to the sold 
projects. 
* Advertising money is invested by the dealer direct- 
ly in the interest of the contractor team members. 
Every time the dealer spends a dollar in advertising 
and sales promotion of construction packages, 50¢ 
goes directly and exclusively for the contractor. La- 
bor is usually more than 50% of the package ad- 
vertised. 
¢ By being a member of the dealer’s building or 
contract sales teams, the contractor is identified in 
the mind of the local public as competent, efficient 
and reliable. The construction trades have been giv- 
en a black eye by the FHA scandals, slipshod work- 
manship and unscrupulous methods of a few. This 
third party recommendation, backed by the dealer’s 
organization, is invaluable to the contractor. 


* Construction volume is secured for the contractor 
which would never come to his attention if he were 
not part of the dealer’s team. 


¢ The dealer employs salesmen who are paid by the 
dealer to go out and sell the contractor services (that 
go with the materials in the construction packages 
sold) at no cost to the contractor. 

¢ The contractor is teamed up with an organization 
that finds financing for him when he needs it and 
building lots when he needs them. 


¢ The dealer fights for a profitable price for the 
contractor’s services. With the dealer doing the sell- 
ing the contractor has less competition. 


* Contractors on the dealer’s team are protected on 
all leads and prospects for construction. 


¢ By his advertising, sales promotion and creative 
selling, the dealer places the contractor business into 
effective competition with other industries for the 
consumer’s dollar in a way the contractor couldn’t 
possibly do for himself. 








EARN 12% NET 


Palm Springs, 
California 


(America’s foremost Desert Resort) 


One of the largest and most successful 
hotels in Palm Springs is now expand- 
ing for the 4th time. Amounts from 
$1,000 to $50,000 acceptable. Our inves- 
tors have received 15% net return for 
the past 6 years, which far surpasses 
the return of most hotels. This is an un- 
usual opportunity to make a safe and 
sound investment. 


WRITE TO: 


Hotel Auditor, 1528 Mel Ave., Palm Springs, Calif. 
or telephone FAirview 4-9541 (after 6 p.m.) 








Circle No. 59 on Handy Cover Card 


@ Wonderful fishing — Guides 
and Boats available 





@ Bathing — Sandy Beach and 

Dock for Boats 

E@ Two |8-hole Golf Courses, 

Saddle Horses nearby 

:@ Entertainment 

e@ Famed for Fine Food- 
fs Home Cooking 
Season May 9 to October 20. Hotel and |, 
2, 3 Bedroom Guest Cottages. Moderate 

Rates. Rates for Children. 


"TOPS IN DOOR COUNTY, WIS. 


RE AV DERSOW 


for folder 8 
and 
HOTE} AND COTTAGES 
CPA RAM Wis 


reservations 
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A drive-in theatre is where a guy goes to shut off his 

motor so he can try out his clutch. 
* + x 

Then there was the salesman who strode into the busy 
executive’s office. “How about buying some neckties?” asked 
the salesman. 

“Don’t need any. Beat it.” 

“But look at this beautiful silk.” 

“I told you to scram.” 

“Look how these ties are lined.” 

At this point the executive got up, grabbed the salesman 
and tossed him out of the office. The sample cases flew in 
all directions. The salesman picked up the ties, brushed him- 
self off and walked back into the executive’s office. He said, 
“Now that we’ve had our little fun, Mac, how about buying 
some ties?” 

* * * 

How do you like your plywood? Or, more exactly, how do 
your customers like it? They want the best, of course, and 
the best is MAUK. We are accepting FIRM orders for our 
DFPA Three Rivers Plant and you can hardly ask more than 
that. 

This stock is jumbo marked for nailing centers and 100% 
hot press quality sheathing that is designed to bring you and 
your customers back again and again. 

- * * 

Simple Celia says it’s hard to keep up with the neighbors 

without falling behind with the creditors. 
a * * 

The best time to spade the garden is right after your wife 
tells you to. 

7” * * 

Which reminds us that a bachelor has no one to share his 
troubles, but then he very seldom has any troubles. 

* * ~ 

By this time quite a few people have decided they got by 
with their behavior at the office Christmas party. 

oa * ~ 

Wife to husband at breakfast: “You and your suicide at- 
tempts. LOOK AT THIS GAS BILL!” 

* * a 

Do You Know What Dep’t.: 

Do you know what a married man is? One who drives 
with two hands. 

Do you know what a married woman is? One who gives 
up the attentions of many for the inattentions of one. 

Do you know what a MAUK deal is? The wholesale solu- 
tion to your every merchandise problem. 

* * * 


MAUK Seattle Lumber Co. 
Seattle, Washington 


e* * 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
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2 COLORED CONCRETE 





ronme 3-Steuqe 
PROFIT ROCKET 


TAMMS QUALITY is the profit-fuel that launches 
rocket sales for you with A COMPLETE COLOR 
LINE for the Contractor -Buiider=(and do-it. 
. yourselfers.) You can proudly, safely and profits 
ably recommend Tamms, 


Advertised in leading Cor 


vilder trade books 


Tamms 
DUST-ON 


Your customers will like this easy, 
new, inexpensive method of per- 
manently applying color -to con- 
crete driveways, patios, steps, 
basements. Sells fast=- pure: oxide 
color and flint hard aggregate are 
premixed at the factory, comes 
teady to use. No special skill or 
equipment needed to apply. 

6 ready-to-use colors in 15-Ib, 
cans and 50-lb. drums, 





Tamms 
COLORWAY 
PLASTER COLORS 


Help your customer change bleak, 
drab plaster walls to colorful deco 
rated finish without cost or bother 
of paint. Cut costs for builders 
ond homeowners by combining 
plastering and decorating in a 
single operation. One 5-ib. pack- 
oge colors 200 Ibs. of plaster. 

18 pre-measured colors in 5-lb. 
packages, 








Tamms 


MORTAR COLORS 


New convenient, small size boxes, 
make Tamms Concentrated Mortar 
Color easy to stock, easy fo sell. 
No mess, no fuss, eliminates guess- 
work as 1 box mixes with 1 bag 
of brick layers cement — uniform 
fob each and every time. 

Concentrated Colors in Popular 
Colors 2 to 5 lb. cartons. Also 


available: 10 Double Strength | 
Colors. : Ex TAMMS INDUSTRIES, CO. 
278 W. La Salle St. Chlcage 








Sell TAMMS and you 


@ Sift-proof, dust-proof © Pre-measu: 
packages, Aities Lf} fi 

© Full product warranty ¢ ‘Sale doy 

® Nationally advertised, Nationally ‘pr 


and promotional maferials.. 
Tamms ownousteiss co. 
228 North Loa Salle St. e Chicago 1, Ill. 
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With U.S.G., “service” 


has many definitions 


The dealer’s viewpoint is the backbone of these aids to 
greater sales and profit—all from United States Gypsum 





Profit Management—A useful program for im- 
proving the profit return from your business in- 
vestment. 


The Economy of Motion—An informative film 
and manual to increase your knowledge of how to 
move and store materials most efficiently. 


Home Improvement Program Portfolio—A 
kit of practical, imaginative selling aids to promote 
the many home improvement services you have 
to offer. 

Business of Building—A magazine that talks 
the builder’s language and sells your products 
and services. 


Dry Wall Age—A fact-filled publication, re- 
leased quarterly to the dry wall contractor to 
acquaint him with the latest developments in 
products and systems. 


Red Topics—A sales-stimulating magazine that 
informs plastering contractors and architects of new 
systems and services now available through you. 


Popular Home—A popular consumer magazine 
that creates a lasting favorable impression of your 
services in your community. 

Business of Farming —A magazine that is wel- 
comed into the homes of your best rural customers 
... that sells your services and builds goodwill. 


For further information on how this material can 
help you,,write United States Gypsum, 300 West 
Adams Street, Chicago 6, Illinois, Dept. 122. 


Uys 


e 


STATES 


GYPSUM 


UNITED 
STATES 
GYPSUM 


the greatest name in building 
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Over 4 Mesh 7 
Plastic Sands: 777 5, 10 & 20 Gauges 


ALL NATIONALLY ADVERTISED . neg ho ”t”t*«ieg Cle Ke eg Other Warp Window Materials ore 
Retail Prices Subject to Change 7 Aba! * anized Wir : : es i i VINYL-PANE, WINDOW-FABRIC, PLAST-O-PANE 


opie PACKAGED STORM COVERS 


America’s 
COMPLETE KITS FOR DOORS AND WINDOWS 


Fastest Selling 


Storm Window Kit 
@D | 24 Zane | ptm DD} rave | 
STORM DOOR ' poor KIT TOE en = wan Window Siz 


36” x 72” Plastic Two Full Size Storm Windows Ready to Tack On 1. 36” x 84” weather- 

Sheet in Each Kit —= lw proof kraft with 

18’ Fibre Molding vS eee | 12” x 12” clear hi ——o } _ 6’x 10’ 

Package of Nails = : | xeon | plastic window. |) ie Selena — 

One full size Storm ov ne : * = . ‘ ae 2. 21’ Fibre molding * gL Sheet 

window, packed 2 Sheets Plastic—72” x 36 - fe 3. Package of Nails | ee and 60’ Specie 

in each colorful box 36 Feet Fibre Molding 7’ x 3’ Heavy Duty Transparent a : wat 

36 in a Dispensing 2 Packages of Nails Pestic Sheet, 21° of Melding and Fi india — ee 

Display Carton Packaged in the 3 Color Plastic Envelope Package of Neils. Packed 24 to pee "220 to sell. Packed 12 to wae S & ee ee 
. Attractive Counter Merchandiser a Handy Dispenser Carton. Display Box 


50% 


MARK-UP 
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ie TOP QUALITY PLASTIC PRODUCTS 


NG RINK 






The Ori i] ) 
in, 
Polyet “nd 
Matt atin ng ice SKATI 


RIBBED MATTING AND FLOOR RUNNER hilt T4442, — _ filly 
PLAST: O-Mat 1) Vinyi-Mar: | com Rink 


Cut oy 
1 doz. rolls 
60” x 30” ! 
Packed in 4 ee 
30 aren 25 8 50 Fol 
y Self-Service . : : ° A 
: Bulk Rolls : ed, Green, ,); , , Contains all materials neces- dirt and moisture 
wide . > Display itty ryt ' Vinyl Plastic 9 x 12’ of clear COVERALL. : Comes in convenient 12” rolls, 
SY" WY & 100" Cartons eige, Grey, Floor Runner Individually boxed. oe yg family size 50 ft. long in a Dispensing Con- 


All Plastic S : 
Floor Runner Lengths , Clear, lack, White. Packed Doz. to Display Carton. taner. Packed 1 doz. to depay 
rton. 


HOUSEHOLD WRAP 


Jitty-Wray 







New type of transparent 
plastic wrap—preserves 
~—a, food, protects household 
Individually packaged. articles from harmful dust, 





Originators 


















Complete rn and Largest 
Range vp’ Producers of 
of Practical Plastic Sheeting 
tinioaes “THE BEST THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY for Farm 
Use 
& Widths 
WATER-PROOF - ROT-PROOF « ACID-PROOF paseaeuanaaes oe 





MOISTURE-PROOF 


CLEAR 


BLACK 


CO 


Look for the Name "Warp's COVERALL” Branded 


Carried by Reliable Jobbers Everywhere 





CoveERALe | Suase Coven 
COVERS et 


4 Gauge Heavy Duty 

Black Coverall 

Individually boxed 
5 HANDY and packed 3 toa 


SIZES eh 


5 Sizes “ “ie 





UP TO 32 — As Low As M DR-10 
SEAMLESS vw Ex COVERALL DISPLAY 










available in 
6 mil black 


Individually boxed 
and packed 3 to a 
shipper. 





Coverall is Folded Down in Rolls 
for Easier Selling and Handling. 











